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he am With the advent of the new year most of us are inclined to pause 
“aa and reflect on the failures as well as the achievements of the 
it sub | year just past. In such retrospective consideration is born a new 
ejected | determination to meet every opportunity with confidence in our 


fer, of | ability to succeed. 


Because the insurance profession offers the outstanding oppor- 
ident tunity of accomplishing these ambitions in 1936.... 


0 Life Because the Ohio National offers proven methods of successful 


it and | selling and sound financial background .... 
n. Thed Ohio National Fieldmen enter the new year confident of estab- 


e first lishing new records for personal production and increased earn- 


~e will ings. 


ee For a General Agents Contract Write to 
John H. Evans, Vice-President 


7 The Ohio National Life 


Insurance Company 
ae Cincinnati, Ohio 
is T. W. Appleby, President 


FRIDAY, JANUARY 24, 1936 


















































This painting by George Caleb Bingham is reproduced through the courtesy of the owner, Washington University of St. Louis, Mo. 


YO THE HOMEMAKERS rw 


RAVE women... pioneer homemakers 

... Daniel Boone’s wife and daughters 
dared the perils of the lonely wilderness with 
their menfolk . . . for the home they wanted 
and security for the future. 

The dense forests have long been hewn 
away and the hardships of frontier days are 
gone, but the struggle for security goes on. 

Today the idea of future security very 
definitely suggests the need for a retire- 
ment income such as you would receive 


under a New York Life Annuity Endowment. 

This popular new contract, issued in units 
of $10 a month, would guarantee you a re- 
tirement income of, say, $50, $100, or $200 
a month for life. In event of death before 
retirement age, your family would receive at 
least $1,000 of insurance for each $10-a- 
month unit. 

Ask the New York Life representative in 
your community to tell you about it... or 
write for our Annuity Endowment booklet. 


To our Policy-holders and the Public: 

Our two million policy-holders are a group 
of men, women and children banded together fot 9 
mutual protection. Most of them are persons it 
modest circumstances who are willing to save nov a 
in order to provide for security in the future. The! 
New York Life, which has always been a mutual 
company, is operated for the benefit of the policy: 
holders and they alone receive the dividends. 
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President 





SAFETY IS ALWAYS THE FIRST CONSIDERATION ... NOTHING ELSE IS SO IMPORTANT 


THOMAS A. BUCKNER, President 


FOUNDED IN 1845 
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Pension Changes 
Await Decision 


Private Plans for Employes Not 
Likely to Be Disturbed 
Soon 


ET HIGH COURT SPEAK 





| Amendments to Social Security Act 
Expected, But Measure Will 
i Be Tested 


NEW YORK, Jan. 23.—Congres- 
sional action on the Social Security 
Act is being awaited by group pension- 
writing companies and group pension 
ssured. So far few pension plans 
ave been altered to make them dove- 
ail with the provisions of the Social 
Security Act. Considerable work has 
been done in this direction but it is 
hought likely that amendments will be 
bassed by Congress at the present ses- 


ion, so that any changes made in ex- 
sting plans would very likely have to 
be made all over again. 


Will Not Wait 


































Also, no matter what Congress does, 
t is likely that many concerns having 
group pension plans will wait until the 
Jnited States Supreme Court has ruled 
bn the Social Security Act’s constitu- 
lonality before making any serious 
hanges in their pension set-ups. How- 
ver, the national sentiment in favor of 
ome sort of social security system ap- 
bears so widespread that its friends and 
oes alike believe that a ruling that 
he present Social Security Act is un- 
onstitutional would be merely a tem- 
porary bar to its eventual establishment 
m constitutional form. 
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‘sons I Clark Committee Meets 





The Clark committee, appointed to 
onsider proposals for exempting pri- 
ate pension plans from the government 
ystem, is meeting, but no final pro- 
posal has been formulated by it. Even 
such an amendment should be adopted 
many insureds would probably not take 
vantage of it, since the subsidies con- 
ained in the government plan would 
hake it somewhat more expensive to 
dopt a system which did not utilize the 
sovernment pension set-up for all em- 
ploves who would be eligible. 

Quite a few pension plans have been 
ritten in recent months, despite the 
scneral lethargy in this branch of the 
business induced by uncertainty regard- 
ng the final form of the Social Security 
ct. These have been written with a 
Toviso for alterations to make them 
ovetail with the Social Security Act. 
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G. W. Cox Bank Director 


&S W. Cox, new president of the 
a Hancock Mutual Life, has been 
pected a director of the First National 
Pank of Boston 








Slight Increase Made in 
Sales of Life Insurance 


NEW YORK, Jan. 23.— Volume of new life insurance in 1935 
was 2.5 percent greater than in 1934, according to the Life Presidents 
Association. December volume was 6 percent less. The report aggre- 
gates new producion figures, exclusive of revivals, increases and divi- 
dend additions, of 42 member companies having 83 percent in force 
in all U. S. legal reserve companies. Total new business for 1935 was 
$8,821,844,000, against $8,605,432,000 in 1934, increase 2.5 percent. 
Ordinary, $5,635,420,000, against $5,581,165,000 increase 1 percent.. In- 
dustrial, $2,521,282,000, against $2,527,229,000, decrease two-tenths of 












































1 percent. Group, $665,142,000, against $497,038.000, increase 33.8 
percent. 1935 
New December production was $788,- Ca 
003,000, against $838,576,000 in Decem- 7 3934 
> 9: i r $525.52 n- | Month 1934 935 c 
ber, 1934. Ordinary, $525,523,000, com Mey 40,989,000 50,231 000 aA 
pared to $527,309,000, decrease three} F< 57/81 2,000 39°537.000 —31.6 
tenths of 1 percent. Industrial, $187,- | July 46,795,000 267,582,000 471.8 
37 inst $239.87: Aug 39,628, 26,524, —33. 
Bi ais rr ee ye Sept 21,087,000  22'501,000 6.7 
21.7 percent. Group, $74,606,000, against | O¢¢ 36,206,000 31,338,000 —13.4 
$71,394,600, increase 4.5 percent, Nov 28,127,000 36,981,009 31.4 
Monthly new paid figures of associa- | Dec 71,394,000 74,606,000 4.5 
tion companies for the last three years, $ 497,038,000 $ 665,142,000 33.8 
excluding revivals, increases and divi- 
dend additions, with a summary by years TOTAL 
since 1921, are: Jan. $ 665,457,000 $ 824,903,000 24.0 
Feb. 648,073,000 719,598,000 11.0 
ORDINARY March 787,628,000 768,491,000 —2.4 
1935 | April 794,495,000 733,870,000 —1.6 
Over | May 791,544,000 732,188,000 —1.5 
¥ 1934 | June 762,490,000 697,471,00 —8.5 
Month 1934 1935 Pet. July 694,259,000 904,149,000 30.2 
an. $ 435,676,000 $ 601,300,000 38.0 | Aug 699,879,000 651,193,000 —T.0 
Feb. 424,395,0 490,193,000 15.5 | Sept 551,556,000 - 573,481,000 4.0 
March 526,280,000 502,619,000 —4.5 | Oct 694,718,000 728,438,000 4.9 
April 511,915,000 468,187,000 —8.5 | Nov 676,757,000 700,059,000 3.4 
May 524,542,000 466,634,000 —11.0 | Dec 828,576,000 788,003,000 —6.0 
June 493,205,000 . 451,983,000 —8.4 - = 
July 445,208,000 433,102, —2.7 $8,605,432,000 $8,821,844,000 2.5 
Aug 447,871,000 416,161,000 —7.1 2 : ar 
Sept 359,534,000  360,936.000 4 The sales of ordinary life insurance 
Oct 442,073,000 463,112,000 4.8 | last year. were just equal to those. in 
oe 1a tooo aaa eas'o00 =» ig. | 1934, according-to the Life Insurance 
— — Sales Research Bureau. The south At- 
$5,581,165,000- $5,635,420,000 1.0 | lantic, Mountain, and Pacific districts 
INDUSTRIAL showed increases, while the east north 
; aoe s the same as for 1934. 
Jan. 8 197,108,000 $ 196,255,000 —.4 | central was the , 
Feb 196,816,000 209,017,000 6.2 
March 228,107,000 235,261,000 3.1 
April 220,366,000 228,188,000 3.5 CEC . 
ae Zee-01%.000  315,328/000 4" Insurance Division ee ; 
June 211,473,0 205,951, —2.6 the annua 
July 202'256,000 203,465,000 ¢|_.Qne of the Jeatures of the F 
Ave 212.380.0006 208.508.000 —1.8 | meeting of the insurance division o 
Sept byte peed ey cae nee “7 the American Management Association 
Nov. asises'000 —-207/408.000 9 | in Atlantic City May 11-12 is to be a 
Dec 239'873,000 187,874,000 —21.7] session devoted to group life coverages 
2 in view .of the social security act. Pa- 
$2,527,229, ,921,282, —.2 ° 
= = — _ pers will be presented by those who 
GROUP have studied the many possibilities. 
Jan. $ 32,673,000 $ 27,348,000 —16.3 | Most of the other discussions will con- 
fateh oe'541'000 Hetty et ba! cern fire and casualty insurance mat- 
April 62,214,000 37,495,000 —39.7 | ters. 
Period Ordinary Industrial Group Total 
WE waekdad ss hanes $1,685,287,000 622,909,000 20,828,000 $2,329,024,000 
ARG ov eN Sonera te ee 1,641,753,000 662,600,000 45,474,000 2,349,827,000 
EEE 6. 5 eee ads ware Les 1,747,199,000 697,532,000 47,122,000 2,491,853,000 
UN acs 8 cies 6 mae eae 2,162,193,000 703,743,000 78,720,000 2,944,656,000 
SOUS Fk Cees 2,506,575,000 737,810,000 178,336,000 3,422,721,000 
GUM cect nbs he eee 2,617, 125,000 793,187,000 246,656,000 3,656,968,000 
TUT Ar gh Rind paneer ere 4,565,714,000 934,807,000 425,574,000 5,926,095,000 
SO Le. eens 5,537,190,000 1,116,522,000 425,737,000 7,079,449,000 
92 4,555,518 1,257,75$,000, 111,083,000 5,924,360,000 
2 5,012,444, 1,418,801,000 276,428,000 6,707,673,000 
6,003,960, 1,720,054,000 520,045,000 8,244,059,000 
6,363,34 1,963,554,000 597,765,000 . 8,924,665,000 
. 1,372,09 2.359,174,000 998,784,000 10,730,048,000 
7,778,703, 2,566,059,000 1,050,605,000 11,395,367,000 
7,780,30 2,667,333,000 824,372,000  11,272,005,000 
8,177,821, 2,692,521,000 1,336,158,000 12,206,500,000 
8,779,749, 2,898,159,000 1,185,366,000  12,863,274,000 
,500,42 2,851,129,000 1,092,119,000 12,443,681,000 
"481, 2,797,164,000 796,163,000  11,075,193,000 
‘ 2,477,267,000 627,138,000 9,096,898,000 
‘ $ : 2,320,874,000 357,206,000 7,812,602,000 
TORS  ciccie Sa enncceccwnevey Genre 2,527,229,000 497,038,000 8,605,432,000 
ME 402040 ame Kea atences 5,635,420,000 2,521,282,000 665,142,000 8,821,844,000 





Tragic End Came 
to William A. Law 


Penn Mutual President Had Done 
a Fine Piece of 
Work 


WAS FORMERLY A BANKER 


Had Definite Objectives When He Be. 
came the Chief Executive of 
His Company 


PHILADELPHIA, Jan. 23.—The in- 
surance and business world was shocked 
beyond measure when it became known 
that President William A. Law of the 
Penn Mutual Life and former president 
of the American Bankers Association 
died after being fatally shot on a hunt- 
ing trip in the Brushy Creek hunting 
preserve in North Carolina. He and S. 
Clay Williams of Winston-Salem, to- 
gether with a guide, had gone to a re- 


mote part of the preserve. Mr. Wil- 
liams tripped on a vine, his gun was dis- 
charged and shot away part of Mr. 
Law’s knee, causing great loss of blood. 
An effort was made by Mr. Williams 
and his guide to staunch the flow. Mr. 
Williams and the guide carried Mr. Law 
two miles over rugged country to an au- 
tomobile, getting to Siler City where he 
was given first aid. He was greatly 
weakened by loss of blood and was hur- 
ried to Greensboro, 40 miles away in an 
ambulance and put in a hospital. The 
accident occurred at 3 o’clock in the aft- 
ternoon and he died in a hospital early 
Tuesday evening. Mrs. Law left Phila- 
delphia at 6:15 p. m. on hearing of the 
accident. 

Mr. 


Mr. Law had been president of the 
Penn Mutual 13 years. He was born 
Dec. 26, at Hartsville, S. C., and edu- 
cated at Wofford College in Spartan- 
burg, S. C. 

In his later youth he carried a life in- 
surance rate book, followed by entrance 
into the banking business through or- 
ganizing the Spartanburg Savings Bank 
at Spartanburg, S. C. Later he became 
president of the Central National Bank 
of that city. . His ability attracted the at- 
tention of bankers in Philadelphia and 
New York, resulting in his acceptance of 
the assistant cashiership of the Mer- 
chants ‘National Bank of Philadelphia. 
In 1910 he was chosen its president. It 
later merged with the First National 
Bank of Philadelphia. Mr. Law was 
elected its president May 1, 1915. 

He served:as president of the Pennsyl- 
vania Bankers Association as well as the 
American Bankers Association. He re- 
signed the presidency of the First Na- 
tional Bank in 1922 when he was elected 
president of the Penn Mutual Life. He 
had been a trustee of the Penn Mutual 
and had taken an active part as a mem- 
ber of the board. 

Mr. Law was elected president of the 


Law’s Career 





(CONTINUED ON PAGE 10) 
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J. A. Stevenson Sees Next Five Years As 
Golden Era of Life Insurance © 


NEW YORK, Jan. 23.—For agents 
who discern and profit by the trends of 
sales opportunities, the next five years 
will prove to be the golden era of life 
insurance, even surpassing the pre-1929 
period, Dr. John A. Stevenson, home 
office general agent, Penn Mutual Life, 
predicted at the first of a series of 14 
salesmanship lectures sponsored by the 
New York City Life Underwriters As- 
sociation. Nearly 1,600 attended, set- 
ting a record for gatherings sponsored 
by the New York association. 

Among the trends which should be 
utilized Dr. Stevenson noted the in- 
creased public interest in retirement 
plans, combined with protection, be- 
cause of unfortunate investment expe- 
riences and because of the attention fo- 
cused on retirement by the social se- 
curity act and the publicity it is receiv- 
ing. Women as prospects are fre- 
quently overlooked, whereas their in- 
creasing importance as buyers of in- 
surance should be recognized. The 
growing complexities of estate plan- 
ning open up opportunities for the agent 
who has full and up-to-date information 
on taxes and allied subjects. Many 
young married couples and many busi- 
ness organizations have never known 
the pre-depression prosperity, and be- 
cause of the harder conditions under 
which they have grown up are often 
better financial managers than their 
predecessors, Dr. Stevenson said. 


Won’t Rush to Buy 


Dr. Stevenson warned against a 
placid assumption that with the unmis- 
takable upturn in business conditions, 
plus the public’s increased respect for 
life insurance, people will rush to put 
their money into a type of investment 
which combines profits with safety. 

“Unfortunately, I’m afraid the large 
number of people who decided in 1933 
to put all their money into life insur- 
ance are ‘depression converts’ and we 
can’t keep them on the path of financial 
virtue by absent treatment,” he said “As 
life insurance men and women, we must 
continue to pound home the fact that 
no man can afford to speculate with one 
cent of his income until he has made 
hazard-proof provisions for his own and 
his family’s financial independence.” 


Not a Horizontal Increase 


Dr. Stevenson cautioned against as- 
suming that because opportunities are 
better that everyone’s business will be 
increased. 

“When we begin to talk about in- 
creased opportunities in life underwriting 
because we recognize from statements 
of bank clearings, automobile produc- 
tion, and the like, that conditions are 
improving, it’s well to get the correct 
point of view on what this improve- 
ment really means to us as underwrit- 
ers,” he said. “As a business paper 
recently pointed out, there is a certain 
danger involved in talking in general- 
ities. When you say there is going to 
be an improvement in business, people 
always assume you mean that their busi- 
ness is going to improve, too. What 
the statement really means is that the 
opportunities for improvement in their 
business are greater but results will de- 
pend pretty largely on what they do 
about it themselves. 

“This statement, then, brings us face 
to face with the question of what we 
are going to do about the new oppor- 
tunities for life underwriting, for I think 
most of us will agree that the present 
favorable attitude toward life insurance 
will continue to exist if we are on the 
job and that an increasing number of 
people are able to buy the life insur- 
ance they need. 

“Naturally, I am fully aware of the 





fact that the upturn in business condi- 
tions has not affected all your pros- 
pects and that it hasn’t affected many 
of them in a big way. But just as the 
successful reporter has a ‘nose for news’ 
the people in my agency who have 
worthwhile production records today 
are those who have a ‘nose for money’.” 

Whatever one may think of the ulti- 
mate outcome of social security legisla- 
tion it is a mistake to fear that it will 
hurt life insurance sales, said Dr. Stev- 
enson. 

“In the first place, the publicity in 
the 13,000 newspapers in the - United 
States has drawn public attention to 
the importance of providing old age 
income,” he pointed out. “In the sec- 
ond place, there are huge groups of 
people—doctors, lawyers, teachers, in- 
stitutional workers such as Y. M. C. A. 
employes who are on the ‘excluded’ list. 
In fact a survey of the business of the 
Penn Mutual general agency which sells 
the largest proportion of retirement in- 
come contracts showed that 38 percent 
of the retirement income policies now 
being issued are on the lives of people 
who would appear in the so-called ‘ex- 
cluded’ group. 


Pension Is Very Small 


“Tn the third place, the pension which 
most people would receive is so small— 
maximum $85 a month if no less than 
$3,000 a year is earned from age 20 to 
65—that I think we have a marvelous 
opportunity to supplement this amount. 

“In other words, lots of people are 
sold on the retirement income idea as 
a method of ‘getting the old man’s in- 
come out of the young man’s pockets’ 
but when they find how little the young 
man’s present possible savings will put 
into the old man’s pocket, the plan 
doesn’t seem worth while. But, added 
to the income which the social security 
act may provide, $20 a month for ex- 
ample, seems more worth while, and the 
presentation of the contract in this 
light makes it possible to point out the 
advantage inherent in the life insurance 
plan which the government plan does 
not have. 

“One of the most successful salesmen 
I know meets the ‘government will take 
care of me’ objection in the following 
way: ‘Yes, you'll probably get an in- 


, should 





come from the government and when 
you reach retirement age we'll hope 
that it may be larger than the small 
amount the social security act provides 
now. But you and I both know that as 
a man grows more successful his wants 
increase and there is the same advan- 
tage to starting out now to provide the 
necessary income as in starting at 20 
under the social security plan. The 
sooner your money starts working, the 
larger your income will be.’ 

“Any discussion of retirement in- 
come naturally brings us to the subject 
of opportunities involved in selling to 
women at the present time. Of the to- 
tal number of people ‘gainfully em- 
ployed’ in this country, as the census 
bureau puts it, about 22 percent are 
women. In looking over my own com- 
pany’s policy analysis records, too, for 
several months last year I found that 
from 15 percent to 20 percent of the 
total number of policies being issued 
were on the lives of women. 


Women Good Earners 


“Now then, look at the picture in this 
light: if a new financial catastrophe 
come which completely de- 
stroyed the purchasing power of 20 per- 
cent of the people in your communities, 
you'd hear a good many complaints 
about hard times. Am I right? But 
aren’t you eliminating this 20 percent 
yourself when you fail to capitalize on 
the opportunities which selling to 
women involve? 

“Don’t make the mistake, either. of 
thinking that you are necessarily dealing 
in small amounts in selling to women. 
Just yesterday, for another purpose, I 
glanced over some college periodicals 
and the 1934 earnings reports of the 
alumnae of Barnard college right here 
in New York showed figures for women 
in the literary and educational field 
earning over $10,000; women in the 
teaching profession earning over 
$12,000; women in the research field 
earning over $15,000: and women law- 
yers earning $16,000.” 


Women Able to Buy 


With women receiving 75 percent of 
the inherited wealth of this country and 
owning 65 percent of the country’s sav- 
ings bank deposits. it doesn’t take much 
serious thought, Dr. Stevenson pointed 





Preliminary Figures for 1935 





7-——New Paid Business——, 


American NAG, ois sisis 0'65000's 224,723,224 
American Union, 

Atlantic Life, V: 

Bankers Life, Neb 
Bankers Natl. Life 
California-Western States.. 
Conservative Life. W. Va... 
Conn. General Life 
Columbian Natl. Life... 
Fidelitv Mutual Life 
Franklin Life 

General Mutual Life, O 
Guardian Life, N. Y 
Indianapolis Life 

Jefferson Standard 

Lamar Life, 

Liberty Life, Kan 

Lincoln National Life 
Mass. Savings Bank........ 
Midland Mutual Lif 

Minn. Mutual Life 

Mutual Benefit Life 

New England Mutual 
Northwestern National 


28,663,580 
22,563,194 
5,904.000 
133,415,609 
17,295,431 


"205.475 - 
42,439,973 


Pure Protection, O 
Shenandoah Life 
Southwestern Life 
State Farm Li 
State Mutual Life 
State Life, Ind 
State Reserve, Tex 
Stonewall Life 
Tinited T.ife & Acc 
United Mutual 
Western & Southern 


*Estimated. 
tOrdinary. 


--Change in Ins. in Force~ 
1935 9 


434,410,379 


229,387,932 
4-2'236.967 


25,231,544 
6,331.000 
113,142,320 
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‘out, to realize that many women » 


in a position to set up financial py) 
grams for estate conservation and fol 
the carrying through of financial play 
but the opportunities will mean fit, 
to the individual agent unless they x, 
followed up. : 
_ Estate planning today offers unlip.) 
ited opportunities to the agent who; 
qualified, said Dr. Stevenson. 

“It’s just as absurd, of course, for 
agent to think that a little casual sty 
of tax laws and the laws govern; 
beneficiary settlements will enable }; 
to undertake the complicated work 
setting up financial programs for mq) 
who have _ accumulated 


think that a little casual preparati: 
will enable him to perform  first-clas” 
surgery,” he said. “The financial pf 
tient may not die but, between oy. 
selves, I’ve seen some pretty serioy 
mutilations. ba 


Need Background of Information 


“In a recent case of my own, que 
tions involving the law of accumu! 
tions, the Pennsylvania law of perpet 
ity, the tax advantages of various meth 


you almost needed a legal education t 
attempt this sort of case. While, there 
fore, the last thing in the world I wou} 
urge you to do is to attempt to arrang 
comprehensive estate programs if yo) 
aren't prepared to give to the subject) 
the study and attention it needs, wh 
must recognize that many of the bil 
rewards these days are going to unde 
writers whose informational backgrouni|” 
is such that they are equipped to under 
take this type of work. 


Real Opportunities Today 


in the life insurance field today for am 
capable life insurance man who can ge 
over the ‘poverty complex’ that weit) 
all had during the last few years. Ther” 
are a great many young couples wi 
have married, there are a great maty 
new business organizations which havt 
been formed by people who aren't evel 
old enough to have lost their holding 
in the crash but who, because of tit 
conditions under which they har 
grown up, are often better _financid 
managers than those who have gott 
before. One of the striking fact 
brought out by one of the life insurant 
surveys (of consumers) was the largt 
number of married women in tt} 
younger age groups who ran family fF 
nances on a budget. : 


Rush to Buy Baby Bonds 


“It’s these people who are responsiblt 
for the impressive rush which occurred 
to buy baby bonds; it’s these people- 
not the industrial barons or kings ° 
finance—who are responsible for tht 
fact that the savings bank deposits 0 
the nation are unusually high. At 
it’s to these people you can say: ‘If ott 
of the oldest and largest banks in thi 
city came to you with a plan wherely 
it agreed to put $5,000 in cash in! 
safety deposit box entered in your wiles 
name, with the understanding that # 
your death your wife would unlock th 
box and take out the $5,000, what yearly 
interest rate would you be wiiling " 
pay, Would 3 percent a year be to 
much?” 

Dr. Stevenson was introduced 1) 
Leon Gilbert Simon, Equitable Life 
New York, chairman of the New 1% 
Association’s educational committe 
The meeting was opened by G. B. ey 
Northwestern Mutual Life, president ° 
the association. 














24, 193M January 24, 1936 


LIFE INSURA 


NCE EDITION 

















—_— 


As 





ill Test D. of C. 






Review of Company-Agent 


men a Relationship 

cial propa 

_ and fo 

ial Pang MASTER -SERVANT CLAUSE 
can litt)! 

they ar 

. unlinh Point out Differences in Contracts and 
t who i Customs in the Employment of 


Commissioned Men 


NEW YORK, Jan. 23.—With a view 
to determining whether a life agent op- 
erating solely on a commission basis is 
an employe within the meaning of the 
District of Columbia unemployment in- 
surance law, the Life Presidents Associ- 
ation has arranged with the district cor- 
poration counsel to review the company- 
agent relationship of one or two life 
companies whose agents’ contracts may 
be regarded as typical of the large ma- 
jority of companies employing commis- 
sion agents. _ j 

The District of Columbia recently 
ruled that all insurance salesmen are em- 
ployes, but in announcing its rulings also 
stated that “the ordinary rules of law as 

decide) to master and servant will apply to 
‘ation t)) questions as to who are employers and 

/4who are employes under this act,” and 
then went out to give a definition of 
“master and servant which seemed defi- 

Muitely to exclude the insurance agent 
compensated by commission. 

Differences in Contracts 


























ation 


Nn, que 
ccumuls- | 


1S meth: 
tlement > 


While companies employing commis- 
sion-paid agents are essentially similar 
in their relationships with their repre- 
sentatives, there are enough minor dif- 
ferences in contracts and customs so that 
considerable care is needed in selecting 
any one as typical, as it is obviously es- 
sential that the corporation counsel’s 
opinion should be based on the funda- 
mental issue involved and not on some 
detail peculiar to a single company. 








les who Kentucky Home in A. L. C. 
eta The Kentucky Home Mutual Life has 
ch Tae been admitted to membership in the 
nt ev! American Life Convention. 
rl dings 
of the 

have Be 9 
ant | Here’s One World 


Record That Will 
Hold for a While 


' Unless a pre-birth sex determinator 
is invented, Leroy B. Pyper, California- 
Western States Life agent at Tucson, 
Ariz., will be perpetual holder of the rec- 
ord for writing the youngest life insur- 
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vonsible 
ccurred 







eople-f™ aNce applicant. His daughter, Patricia 
ings (jee Ann, was born Jan. 1 and he wrote the 
for ths pplication instantly, bettering the pre- 





) ¢xisting record of 30 seconds. In com- 
menting on the achievement Mr. Pyper 
said, “An insurance application 30 sec- 
| onds after birth seemed to me evidence 





sits o! 
_ An 
‘Tf ont 
in this 












shereby of procrastination on the part of the 
h in ape “8ent. I cannot understand why he 
+ wifes “ited 30 seconds, In its second breath 
that 3 the child cried for protection and I was 


on the spot to give her life insurance.” 

His ability to make the record was at- 
tributed by Mr. Pyper to the studying of 
time control at the California-Western 
States Life convention last August. 

Not only did Miss Patricia Ann Pyper 
€come the youngest life insurance ap- 
bicant, but because she was born in the 
‘st 33 minutes of the new year, she 
also gained distinction as Tucson’s first 
orn in 1936 and was presented with 
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Ruling on Agents 


Life Presidents Association Asks 








Tragic End 











WILLIAM A. LAW 


The tragic accident that caused the 
death of President William A. Law of 
the Penn Mutual Life closed a remark- 
ably successful and constructive career. 
Mr. Law had done an outstanding piece 
of work in reconstructing the Penn Mu- 
tual Life and building a greater structure 
for the company. He brought to the 
Penn Mutual a wide experience in busi- 
ness affairs in addition to his outstanding 
ability as banker and financier. Under 
his guidance the Penn Mutual has made 
noteworthy progress in all of its activity. 
He was devotedly admired alike by the 
agency force and home office staff. 


E. H. Robinson, an attorney_in the 
claim department of the Aetna Life for 


Company Reports Point 
To Improvements in 1936 





TRAVELERS FIGURES GIVEN 


HARTFORD, Jan. 23.— Financial 

statements for last year announced at 
the annual meeting of stockholders of 
the Travelers show substantial gains in 
assets, surplus, special reserve and vol- 
ume. 
Assets of the Travelers totaled $787,- 
910,991, gain $63,911,717. Net surplus of 
$20,067,784 represents a gain of $3,062,- 
823; special reserve is $12,140,270, gain 
$3,293,409. 

Total life insurance in force was $4,- 
272,549,061, increase $76,966,693. Life in- 
surance policy reserve is $671,217,559, 
increase $52,832,837. 

Travelers Indemnity Figures 

Assets of the Travelers Indemnity to- 
taled $25,736,696, increase $3,440,935; 
surplus $6,285,826, gain $718,717; special 
reserve $7,410,246, gain $2,415,463. 

Travelers Fire assets are $21,339,753, 
increase $2,866,637; surplus $4,221,725, 
increase $1,662,882; special reserve $2,- 
549,682, gain $566,637. 

The Charter Oak Fire had $500,000 
capital, $707,779 surplus, and assets of 
$1,207,979. 

The four companies hold U. S. gov- 
ernment bonds of $264,168,721, increase 
$70,483,584; cash is $12,279,493, increase 
$430,295. 

Premium income was $184,795,103, in- 
crease $10,932,746. Total cash income 
was $219,238,332. 

Total payments to policyholders, or 
upon their behalf, amounted to $94,738,- 
204. 

NORTHWESTERN MUTUAL LIFE 
Northwestern Mutual Life, reports 
$274,236,857 of new paid for business in 





the last 18 years, died at St. Louis. 


1935, including $18,784,438 annuities, 








New York City Agencies! 
ming his hair, and the while he 
of “prospects everywhere.” 
new, delightful sales story: 


When the barber had fini 
if he would like to play a new 


tipping you.” 
me a quarter and I'll show you. 
the barber, “‘Do you miss it v 
barber. “Will you be able to 
it?” “Well, sure!” And then 


I'll co 
In othe 


some more tomorrow. 
for another quarter. 


sical novelty of this approach. 


Independence Square 





Tipping the Tipper 


And by an almost brand-new salesman, in one of our 
His regular barber was trim- 


This is the remainder of a 


sorial. “All right, today you give me a tip instead of my 
“What’s the idea?” asked Scissors. 


no trouble in giving me the quarter today. So we'll play 


quarter a day if it was for a good idea, couldn’t you?” 
“Sure!” And he bought a Retirement Income policy. 


Gas station attendants, waiters, and others whom we 
daily tip, could doubtless be interested through the whim- 


THE PENN MUTUAL LIFE INSURANCE CO. 


was cogitating on the dogma 


shed, the Agent asked him 
game. “Sure,” said the ton- 


“Give 
” He got it, and then asked 
ery much?” “No,” said the 
get home all right without 
the Agent: “Well you had 


me in for a shave and ask 
r words, you could save a 


Philadelphia 


written on 72,953 policies. This repre- 
sents a gain of 14.78 percent over 1934 
with $238,916,016, including annuities 
$5,395,344, written on 65,685 policies; 
and 43.04 percent over 1933 with $191,- 
714,578, including annuities of $712,069, 
written on 53,178 policies. Paid for in 
December was the largest for any 
month since May, 1931. Issued for De- 
cember was the largest since October, 
1932, reaching $35,032,585. 

Final figures for 1935 show that the 
amount of insurance in force gained a 
half million as against the 4.6 percent 
loss in 1933 and 2.8 percent loss in 1934. 


AMERICAN NATIONAL 


A gain of $34,523,187 in life insurance 
in force in 1935, making total of $555,- 
896,018 for the company, is shown by 
the American National of Galveston. 
The ordinary department showed an in- 
crease of 45.7 percent in business writ- 
ten, and an increase of 52.7 in business 
issued. While complete figures were 
not available, the company’s surplus had 
been increased approximately $1,000,000 
during the year and the assets would be 
boosted about $3,500,000. The ordinary 
department made contracts with 565 new 
agents. 


GENERAL AMERICAN LIFE 


General American Life of St. Louis, 
reports total resources of $124,392,387, 
an increase of $1,131,541 during the 
year. Its surplus account was $1,828,718, 
an increase of $168,492. Walter W. 
Head, president, stated that the com- 
pany’s cash and liquid securities, at mar- 
ket value, amounted to 40 percent of the 
company’s net liabilities. The market 
value of its bond account exceeded by 
$1,554,320 the value at which the bonds 
are carried in the statement. The vol- 
ume of ordinary life paid for was 25 
percent over that in 1934, and 25,200 ap- 
plications were secured during the year. 


MASSACHUSETTS MUTUAL LIFE 

The annual report of the Massa- 
chusetts Mutual, which is signed by 
Vice-president B. J. Perry, owing to 
the recent death of President W. H. 
Sargeant, shows new insurance sold 
$131,788,540, insurance in force $1,851,- 
447,479, death claims paid $16,542,490, 
actual mortality 56.4 percent, dividends 
to policyholders $9,539,503, total pay- 
ments to policyholders and beneficiaries 
$47,893,399, average annual yield on to- 
tal investments 4.48 percent gross, 3.70° 
percent net, increase in assets $34;835,- 
582, cash $16,814,900. 

In 1935 the company passed the $500,- 
000,000 mark in assets, the figure at the 
end of the year being $533,224,941. A 
gain was made in insurance in force 
during the last six months although not 
for the year as a whole. Evidence of 
return to recovery, according to Mr. 
Perry, is found in an improved rate of 
mortality, better collections of interest 
and rent payments and increased vol- 
ume of business. 


Decrease in Annuities 


Last year 7,646 annuities were sold 
as compared with 10,235 in 1934. The 
decrease is accounted for, according to 
the report, because rates were increased 
and the company limited the amount of 
money to be accepted from individuals. 
Mr. Perry said the company would pre- 
fer that the increase in sales would 
come through life insurance forms be- 
cause the company is primarily in the 
life insurance and not in the investment 
business. 

Mortality record of 56.4 percent com- 
pares with 60 percent the previous year. 
In 1935, 822 of every 100,000 policyhold- 














humerous presents from local merchants. 

















ers died as compared with 847 the pre- 
vious year. 
(CONTINUED ON PAGE 11) 
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MASSACHUSETTS 
MUTUAL LIFE 
INSURANCE 
COMPANY 


SPRINGFIELD, MASSACHUSETTS 


ORGANIZED 1851 


Comparative Summary 
of 
Annual Statement Figures 


ASSETS 
December 31, 
1934 
$473,911,284 
12,499,294 
11,978,782 


Ledger Assets 
Interest Due and Accrued 
Premiums Due and Accrued 


December 31, 
1935 
$510,142,154 
11,282.782 
11,800,006 





$498,389,360 


LIABILITIES 


$385,437,421 
82,202,769 


Policy Reserves 
Policyholders’ Funds 
Policy Claims in process of 
settlement 

Dividends to Policyholders 
Taxes due 

Miscellaneous Liabilities . . 


1,775,419 
4,885,663 
1,445,849 

382,828 


$533,224,942 


$412,155,115 
89,659,015 


1,632,029 
4,847,756 
1,665,789 

345,548 





$476,129,949 
Special Reserve 


$510,305,252 
4,194,578 





$480,711,552 
SURPLUS $ 17,677,808 
TOTAL CONTINGENCY 

$ 22,259,411 


On December 31, 1935, the Company 
had in its Offices and in Banks 


Cash Balances of over 


SIXTEEN MILLION DOLLARS 


and held more than 


THIRTY-ONE MILLION DOLLARS in Government 


Bonds 


During the year 1935 the Com- 


Beneficiaries the sum of 


FIFTY-EIGHT MILLION 
DOLLARS 


During the year 1935 the Cash 
pany Paid to Policyholders and Receipts of the Company were 
over 
SEVENTY MILLION 
DOLLARS 


in Excess of Cash Disbursements 


$514,499,830 
$ 18,725,112 


$ 22,919,690 











Two-in-One Data 
Book Under Way 


Most Complete Company Analysis 
Will Be Given in Unique 
Manual Digest 


GREAT WORK IS ENLARGED 


Broad Financial Reports Are Added to 
Policy, Rate and Dividend 
Information 


Work has already begun on the com- 
piling of the “Unique Manual Digest” 
for 1936 which will include a most im- 
portant new development, namely, “Na- 
tional Underwriter Life Insurance Re- 
ports.” This volume, covering every old 
line legal reserve life company, will be 
one of the most remarkable and com- 
plete reference books available in any 
business. 

It is really a “two-in-one” reference 
book, giving not only full information of 
policies, rates, dividends, and values, but 
also “reports” on companies providing 
the most fully analyzed figures on com- 
pany annual statements that are avail- 
able in any reference book. 

While the “Unique Manual Digest” 
has always provided a synopsis of the 
financial operations of companies, this 
has always provided a synopsis of the 
policy and rate information. The full 
analysis of financial conditions was left 
to other reports. By some revisions and 
certain important additions, the new 
“Unique Manual Digest” will be in 
many respects more complete as regards 
financial data even than reference books 
devoted only to that subject. 


Shows What You Want to Know 


Providing corporate and financial his- 
tories of all companies, the “National 
Underwriter Reports” will cover all the 
essential features of each company’s fi- 
nancial development. While these “Re- 
ports” will give all useful and official 
financial information now available or 
published in reference books, they will 
not enter the field of private “ratings,” 
“recommendations,” or publishers 
“opinions.” All the facts will be given, 
however, and all companies will be cov- 
ered. 

Assets are fully classified. Bonds are 
shown in six classes. Farm mortgages 
and other mortgages are given sepa- 
rately. Percentage of each item to total 
assets is given. In-the liabilities annuity 
reserves are separated from life. Sur- 
plus assigned for contingencies is a new 
item. Increase in surplus is shown. In- 
come from annuities is shown in two 
items, new and renewal. Total payments 
to policyholders is given as a new sub- 
total in disbursements. 


Most Complete Analysis 


In short, the current annual statement 
is fully analyzed in 69 important items, 
the most complete analysis to be found 
outside the printed state reports. Some 
states do not print their reports, hence 
such complete figures on some com- 
panies cannot be found anywhere but in 
the “Unique Manual Digest.” 

“Management expenses,” and “taxes,” 
(disbursements); “net interest from in- 
vestments,” shown right with “interest 
required to maintain reserves,” (gain and 
loss exhibit) and the “analytical ratios” 
are some of the other especially inter- 
esting items presented. 

Quite significant and important in ap- 
praising a company’s operations are the 
special “ratios” and figures, entitled “an- 
alytical ratios.’ These include two real 
“expense ratios,’ which are not arbi- 
trarily figured as some of those in other 





reference books are. These are “py 
cipal acquisition expenses” (first yp, 
business costs) and “insurance expen 
less acquisition expenses” 


Information on companies includ, 
capital and surplus at  incorporati, 
changes since then, dividends paid 
insurances, etc., as well as all gp 
provisions of the companies’ char 
For stock companies, dividends ae 
policyholders, and for participating ¢ 
panies, the particulars of change 
dividends to policyholders are given, 

For important figures on past ye) 
the new feature “statistics by years” y 
provide a quick picture of the record 
development or growth of each coy 
pany. Significant statement items x” 
shown in this record for the pasty 7 
years, including each of the last fiye 7 


Other Features of “Reports” 


Amounts of ‘business in force on yy" 
ous plans and by reserve bases, kinds: 
insurance written, retroactive principle): 
territory, officers, etc., and a record 
mergers, changes in name, reinsee ll 
and liquidations since 1909 are also cf. 
ered in the “National Underwriter Lit 
Insurance Reports.” 

In addition, the “Unique Manual ); 
gest” for 1936 will continue of course yf 


be the most comprehensive source of 


policy, rate, dividend, and value dap 
available anywhere. 


Most of our reife 


ers are familiar with the scope of thify 
phase of the “Unique Manual,” for if 


popularity and standing as an authori 


for over 35 years, has been largely dui 


to the broad’ scope of this information F 


Two Important Advantages 


However, 
financial 


if purchased solely as; 
reference book, the 


buyer two important advantages. Firs 


it will excel in completeness any referR™ 


ence work heretofore available. Se. 


nei. 
“Unique Manual Digest” will give tie 


ond, it offers an extraordinary advarp- 


tage in price. 


In addition to the price 


advantage, the wonderful service on polif. 


cies, etc., of all companies makes it trul 
“Unique” and in fact really a “double 
header” 
the price is only $5. 


or a “two-in-one” book. Anime 


Every agent who finds it desirable t t 
give a close study to any life insurancy 


company should have a copy of thie 
“Unique Manual Digest and Natiom—y 


Underwriter Life Insurance Reports’ 
Companies that have been buying tw 


books for their agents, one on_financi 
exhibits and the other on policies aut 
rates, can cover both fields in a singk 
book. Some will consider it an_advat 
tage that the “Unique Manual Digest 
does not contain opinions of the pt 
lisher on individual companies. 

Orders for the 1936 edition are bel 
received and it would be well for ever 
life insurance man to order in advant 


— 


because only enough books are printtyy 


to cover orders, with a few to spat 
When the extraordinary completeness 0! 
the new book is seen the demand mi 
soon exhaust the available copies. 0F 
ders should be sent to THE National 
UNpDERWRITER, 420 East Fourth strett 
Cincinnati. 


Rules Against Moratorium 


LINCOLN, NEB., Jan. 23.—Feder i 


Judges Munger and Donohoe have el 
tered a finding that the three-year mom 
torium feature of the Frazier-Lem 
act is unconstitutional in that it 
property from the mortgagee withot 
compensation, and directed foreclosutt 
of the mortgage held by the Kansas Ct 
Life for $27,000 on the ranch of ©. +e 
Schoenleber, due two years ago. Les 
act in question is the amended Frazie 
Lemke law, which gave the land owne! 
three years in which to redeem, ket 
ing possession meanwhile. _ The cour! 
held that this left no provision for ve 
tecting the mortgagee against accuml 
lated taxes and interest, waste and ; 
terioration and lost opportunity to ¥e 
thus invading substantial propert) 
rights. 
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H. G. Kenagy Joins Mutual 
Benefit as Agency Head 












niune,{|TAKES OVER THURMAN’S POST 


>. 


3 includ 





Assistant Manager of the Sales Re- 
search Bureau to Enter Company 
Ranks About March 1 














Herbert G. Kenagy, the well known 
assistant manager of the Life Insurance 
Sales Research Bureau, has joined the 
Mutual Benefit Life as superintendent 
of agencies. He takes over the duties 
relinquished by Oliver Thurman, who 
remains with the Mutual Benefit as vice- 
president, but has given up active 
agency work because of poor health. 
Mr. Kenagy is a facile, witty, and 
thoughtful public speaker and he is 
well known to all those who attend the 
annual meetings of the Research Bu- 
‘SF reau, He has been connected with the 
} bureau eight years, having served as 
snstrancep mg Vice-President since 1930. After grad- 
also cof uating from the University of Missouri 
‘titer Liman he obtained his master’s degree at the 
“University of Minnesota, specializing in 
Feconomics and social psychology. After 





peas |} war service over seas, he accepted a 
source ole fellowship in applied psychology at 
alue dae Carnegie Institute_of Technology. He 
our reife Was at first a part time instructor in 
e of thi ' economics and was research assistant 
,”” for ifm and then became assistant manager of 
authorigpes the bureau of business and personnel 
reely defen research of the institute. He was also 
srmation @ ) associated with the men in charge of 
the school of life insurance salesman- 
Bes ~ ship. 
ae =| Forerunner of Bureau 
the neg) The membership of the bureau of 
give typ) Personnel research included a number 


es. Fire) of life companies and this was the fore- 
"otf. runner of the Life Insurance Sales Re- 


i Ged search Bureau. In 1923 he joined the 









v0 oes ») Procter & Gamble Co., of Cincinnati, to 
the prc -) develop a department of sales and per- 
apes ol sonnel research. Two years later he 
°s it trihia became. director of personnel research 
“double and training for Armour & Co., of Chi- 


ok, Angee (280 and continued in that position 
‘ until he joined the bureau staff in 1927. 
sirable. Mr. Kenagy has been a student of 
agency operations and has been in 










, a charge of many of the bureau’s publi- 
“Nation. Cations in this field. He has served as 
Reports" head of the bureau’s agency building 
ying tim schools and has gained recognition as 
" financie © ON Of the most able teachers in the life 
‘icies anf. "Surance business. He is one of the 
a singe thors of “The Selection and Train- 
n advarfae Mg of Salesmen,” which has been ex- 
| Digest’ tensively used by general agents. He 
the pubfe. 1s the editor of “Slants on Supervision,” 
) which is popular among life insurance 
are bein men. He is a fellow and charter mem- 
for even ber of the Institute of Management 
advance 2nd he has appeared on the platform 
e printi before many organizations and groups 
to spat. of executives. 
tenes Mr. Kenagy has a brother and a 
and maf brother-in-law in the agency ranks of 
pies. Of the Mutual Benefit and is personally 
N ATION known to many of the general agents 
h street ie and agents of the company. Mr. Ken- 
» sy will take up his new work prob- 
© bly not later than March 1. 
aie, , Columbia Life’s Year 
have ei According to President S. M. Cross, 
ar mori oe Columbia Life of Cincinnati reports 
‘--Lemkt fe *4218,078. Surplus to policyholders 
“it takes 9°40,054; insurance in force, $26,104,628, 
without decrease $658,610; income, $920,691; dis- 
reclosutt bursements, $1,097,489; paid policyhold- 
rsas City “S, $541,401; paid policyholders since or- 
of C. : ganization, $7,368,103. 
wees) ——__—_- 
"Praaie Takes Elkhart National 
d owne' The Indiana department has taken 
m, Keech Over properties and assets of the Elk- 
ne cour hart National Life of Indiana under the 
for pro ie lew insurance code, the first company 
accuml' I Indiana to be so taken over under 
and - tte new law. The action followed 
to st'® ftanting of a motion to liquidate filed 


pert! rye State in superior court at Elk- 











New President Named by 
John Hancock Mutual Life 














GUY W. Cox 


Guy W. Cox, who has been vice-nresi- 
dent and general counsel of the John 
Hancock Mutual Life and who becomes 
president, is a Dartmouth man, having 
received his A.B. degree in 1893 and his 
master’s degree in 1896. He took his law 
course at Boston University. Mr. Cox 
has a fine knowledge of the law and is 
looked upon as one of the leaders in 
0 sid administration in New Eng- 
and. 








Ohio Ruling as to Licenses 





Insurance Superintendent Bowen Issues 
a Mandate on Brokering Life, 
Health and Accident Business 





Insurance Superintendent Bowen of 
Ohio issues a ruling on the brokering 
of life insurance and health and acci- 
dent. He states that it has come to 
his attention that life agents have been 
brokering life insurance and health and 


accident among themselves and _ that |, 


persons licensed solely as life agents 
have been brokering health and acci- 
dent with casualty agents, and casualty 
agents in turn have been brokering life 
and health and accident with life agents. 
Superintendent Bowen states that the 
brokering of life applications or health 
and accident is not provided for under 
the Ohio laws and therefore these 
practices are contrary to the law. He 
says that no life agent can procure ap- 
plications for life insurance or health 
and accident or take life insurance 
risks or health and accident on behalf 
of any life or casualty company other 
than the one or ones for which he is 
duly licensed. No casualty agent, he 
rules, can secure applications for life 
insurance or health and accident or take 
life insurance or sickness and accident 
insurance risks on behalf of any life 
or casualty company other than the one, 
or ones, for which he is licensed. 


Five Examiners Ousted 


Five examiners have been ousted by 
the Pennsylvania department, they 
being J. H. Young, H. P. Bamberger, 
Thomas Paul, W. C. Curnow, and A. 
J. O’Leary. 


Pays for Dead Elephant 


London Lloyds has paid the city of 
Erie, Pa., $1,000 as life insurance on 
“Tom Boy,” an elephant in the municipal 
zoo that was destroyed a year ago after 
becoming ill. 


ew Head, district manager Equit- 
able Life Assurance at Columbus, O., has 
been installed as president of the North- 
west Kiwanis club in Upper Arlington, a 
suburb of Columbus. 





Bertrand J. Perry Elected 
Massachusetts Mutual Head 


OTHER PROMOTIONS MADE 





Investment. Officers Succeeds the Late 
President Sargeant; Mac Lean, 
Peirce, Behan Elevated 





SPRINGFIELD, MASS., Jan. 23.— 
Bertrand J. Perry was elected president 
of the Massachusetts Mutual Life at a 
directors meeting this week, succeeding 
the late William H. Sargeant. Mr. 
Perry has been connected with the com- 
pany since 1897, when he entered the 
actuarial department as a clerk, and for 
many years has been in charge of the 
investment department. Since 1928 he 
was vice-president and director. 

Two other promotions were an- 
nounced. Alexander T. Maclean, sec- 
ond vice-president and actuary, was ele- 
vated to vice-president, and Harry H. 
Pierce, associate actuary, was named 
actuary. Joseph C. Behan, second vice- 
president and superintendent of agen- 
cies, was elected a director. 





Mr. Perry has distinguished himself 


in the investment end of the life insur- 
ance business but is not well known in 
the field, rarely paying visits to agency 
gatherings. After joining the company 
and working as clerk in the actuarial 
department, he warked for a time in the 
old surrender premium department. 
Then in 1912 he became chief clerk. His 
ability and industry were further rec- 
ognized in 1915 when he was named as- 
sistant secretary. Mr. Perry became 
secretary in 1926 and vice-president and 
director in 1928. 

The other vice-president is Henry 
Loeb, who is in charge of underwriting, 
having gone with the company in 1895, 
become second vice-president in 1914 
and vice-president in 1928. 

Mr. Maclean had considerable expe- 
rience with other companies before join- 
ing the Massachusetts Mutual head of- 
fice in 1916. He soon after was named 
assistant actuary, in 1922, associate ac- 
tuary, and became actuary in 1927. He 
was elevated to vice-president and ac- 
tuary in 1928, and to director the next 
year. 

Richard Little is associate actuary. 


Security General Agency Corporation, 
Milwaukee, has doubled its office facili- 
ties in the Security building. The life 
departnient of the agency for the Con- 
tinental Assurance is continuing its ex- 
pansion program under Clarence Thiele. 








GAINS 


Substantial gains were recorded 


by the Midland 


Mutual Life in 


1935. Admitted assets up 7%; 


new paid life insurance, 9%; 


new paid premiums, 44%, with 


a new low record in mortality. 
Watch for the detailed Annual 
Statement which will be pub- 
lished in the National Under- 


writer issue of February 6. 


THE MIDLAND 
INSURANCE 


MUTUAL LIFE 
COMPANY 


Columbus, Ohio 
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Provident Mutual Now Is 
Writing “Double Ten” Plan 


SUPPLEMENTARY TERM FORM 


President Linton Tells of Increase in 
Single Premium Annuity Rates, 
Other Changes 


A supplementary ten-year term agree- 
ment in connection with new life or en- 
dowment policies is offered by the 
Provident Mutual. It will be for the 
same amount as the permanent policy 
to which it is attached, thus doubling 
the protection for the term period. 

President M. A. Linton in the an- 
nouncement states: 

“This combination of agreement and 
policy will be popularly known as the 
‘Double Ten Plan,’ which together with 
the other term insurance and family in- 
come plans of the company will enable 
us to take care of a wide variety of situ- 
ations and needs arising out of current 
economic conditions. 


Protector at Ages 56 to 60 


“The ‘Protector’ policy will be issued 
up to insurance age 60, instead of to 
age 55 as heretofore. New insurance 
contracts on the single premium basis 
require special treatment at the present 
time, because the single premium has to 
be invested at the abnormally low rate 
of interest now prevailing. There is no 
opportunity to spread the investment 
over the years as on policies with pre- 
miums payable over a long period. 

“Thus it becomes necessary for the 
company to increase its gross rates for 
single premium policies. The present 
limits for single premium insurance will 
remain unchanged, except that the issu- 
ance of single premium endowments for 
10 to 14 years inclusive will be discon- 
tinued. Also, continuous premium en- 
dowments for 5 to 9 years inclusive will 
not be issued and the limit issued on 
such endowments for 10 to 14 years in- 
clusive will be $10,000. The company 
can not afford to be in competition with 
the present short term investment mar- 
ket, and must confine its endowment 
contracts to those for longer periods 
under which the investment element is 
less pronounced and the protection ele- 
ment more pronounced. Many compa- 
nies have taken a similar step. 


Dividends on Contracts 


“It has become apparent that reduced 
interest earnings on single premium poli- 
cies caused by economic conditions are 
likely to result in a material reduction of 
the interest dividend on such contracts, 
beginning in 1937. The company is not 
in a position to state at this early date 
what the dividends will be, but from 
present indications, the first dividend 
payable in 1937 on single premium poli- 
cies issued in 1936 on the new premium 
basis, will probably not exceed 70 per- 
cent of the corresponding 1936 dividend 
illustrated in the rate book. The 
amount of the dividends for subsequent 
policy years may be reasonably consist- 
ent with this first dividend, but it is 
impossible to give any definite illustra- 
tion at this time. 

“The basis of discount for premiums 
paid in advance has been changed for 
similar reasons. The rate of compound 
interest per year used for discounting 





Named Attorney of the 
Life Presidents Body 











CLYDE W. SAVERY 


Clyde W. Savery, a member of the 
staff of the Association of Life Insur- 
ance Presidents since January, 1933, has 
been elected attorney of the association 
by the executive committee. He will 
fill the vacancy caused by the resigna- 
tion last April of Hobart S. Weaver. 

Mr. Savery was born in Atlantic, Ia., 
in 1901. He attended Grinnell College 
at Grinnell, Ia. for two years, and 
then secured his A.B. and laws degree 
from the University of Iowa. He went 
to Cedar Rapids, Ia., where he engaged 
in the general practice of law until he 
joined the association. During his law 
practice he devoted much time to life 
insurance mortgage investment mat- 
ters. He became a member of the 
New York Bar last June. 








will vary from 3 percent for premiums 
due 15 or more years hence to 1 percent 
for premiums due one year hence. 
“Under insurance contracts, premiums 
may now be prepaid if due within 24 


years from date of prepayment; on re- | 


tirement life income contracts if due 
within one year, as heretofore. The 
maximum amount receivable for new 
and outstanding prepaid premiums on 
any one life has been increased to 
$25,000 on all policies combined, except 
that no limit will apply if the policy- 
holder is prepaying only the premium 
due during or at the end of the current 
policy year on a policy already in force. 

“The usual rules regarding refund of 
prepaid premiums not yet due in event 
of death or surrender apply. It should 
be pointed out however that in event of 
surrender of the prepaid premium fund 
the net effect of these rules under the 
new discount rates is that no interest is 
usually obtainable in event of surrender 
within a few years. Thus, the premium 
discount plan does not encourage the 
tempoary deposit of funds in the com- 
pany with the expectation of drawing 
them out before the premiums are due. 

The premium deposit fund will be 
continued as heretofore, except that 1 











Moor Elected District of 
Columbia Superintendent 


SUCCEEDS JOHN A. MARSHALL 


New Commissioner in Insurance Field 
for 25 Years; Was with NRA 
for Year 


WASHINGTON, D. C.,; Jan. 23.—J. 
Balch Moor of Bonham, Texas, has 
been appointed superintendent of insur- 
ance for the District of Columbia by 
the district commissioners. He will suc- 
ceed John A. Marshall, who will become 
director of unemployment compensation 
when Congress provides funds for ad- 
ministration of the Unemployment Com- 
pensation Insurance Act passed last 
session. 

Mr. Moor, whose candidacy for the 
position was supported by a number of 
members of the Texas delegation in 
Congress, had had some 25 years of ex- 
perience in the insurance field, princi- 
pally in Texas and other southwest sec- 
tions. He came to Washington about a 
year ago to serve as an assistant dep- 
uty administrator of the National Re- 
covery Administration. 


A. L. C. Financial Section 
to Meet in Chicago Feb. 17 


Observations on the trend of bond 
mortgage and real estate investments, 
on interest rate, taxation and allied sub- 
jects, will be given by members of the 
Financial Section of the American Life 
Convention at the meeting in the Pal- 
mer House, Chicago, Feb. 17. Harry 
V. Wade, United Mutual Life, chairman 
of the section, announced there will be 
a round table discussion of current fi- 
nancial problems by some of the best 
known company investment men. The 
program will be announced soon. 








percent interest will be allowed thereon 
beginning Feb. 1, 1936. In the new 
supplement to the rate book there is 
also scheduled the revised return under 
the life annuity option corresponding to 
the new life annuity rates announced 
last month. 
The rates for the “Double Ten” plan 
are: 
10-Year Supplementary Agreement 
If Comb. with If Comb. with 


Li 
Age Prem. Prot. End. 
> t 


$ 
81.50 
84.90 


$ $ 
- 94.80 16.60 
- 98.90 17.30 
--103.60 18.10 88.80 
--108.70 19.10 93.00 
--114.60 20.10 97.90 
--121,20 21.30 103.40 
--128.60 22.60 109.60 
--136.70 24.20 116.40 
«145.60 25.90 123.90 
.-155.50 27.80 132.40 
--165.90 29.10 141.90 
-+177.20 30.20 152.40 
«189.50 31.20 164.10 
--202.90 32.00 177.00 
--217.50 32.70 191.20 


*Second year dividend. 
tFirst year net cost. 


The Phoenix Agencies, 309 West Wash- 
ington street, Indianapolis, has been in- 
corporated to operate a general life 
insurance agency by R. P. Kehoe, F. K. 
Sawyer Jr., and J. A. Richmond. 








FIGURES FROM DECEMBER 31, 1935 STATEMENTS 





Total 


Midwest Life 
National Aid Life 
National Guardian Life.. 
Security Mutual Life.... 
Lamar Life 
Lincoln National 
10,100,528 
Monarch Life - 8,628,899 
Western & Southern....143,969,061 


*Accident income, $34,853; disb., $36,002. 


tCapital, surplus and contingent reserve equals $975,000. 


yIncludes contingency reserve of $776,446, 


Change in 
Assets 


$ 
+ 7,676 
+ 22,131 
+ 605,835 
+ 169,207 
+ 681,093 
+ 5,479,964 
—145,788 
+ 393,257 902,318 2,5 
+6,905,384 22,022,068 153,205,569 


New Bus. 

Surplus 1935 
20,655,313 
1,658,000 
42,718,572 
31,211,908 
62,797,802 
879,399,795 
54,137,928 
17,099,790 
733,178,180 


1Net. 


521,134 3,632,622 


76,776,446 
435,489 


131,770,956 
11,759,443 
04,150 


Change 
Dec. 31, 1935 In Force 


Benefits Total 


Pd. 


Total 
Income 


Prem. 
1935 


$ 
493,146 *717,940 


+ 1,138,633 

+ 1,489,506 

+11,912,640 
—2,221,301 
+ 309,659 

+ 52,364,900 


28,026,349 
2,207,387 
**2,606,626 
23,650,140 


1,400,152 
530,763 
22,849,335 


1,979,547 
$2,977,412 
30,373,011 


180,533 
11,199,781 


§Includes $2,264,798 A. & H. premiums. 


**Includes $2,150,942 of A. & H. 





Action on Part-Timers led 
Analyzed by Frank H. Day, 


AVERAGE POLICY IS HIGHR 


Most Companies Observing Agreemy 
on Agency Practices Which Favor | 
Full-time Men 


PHILADELPHIA, Jan. 23.—Vig/! 


1 
vision relating to full-time and all 
time agents. Cancellations of part-tin’ 
contracts by the Penn Mutual, says \j, 7 
Davis, were 1,635, and at the end q° 
December there were 674 fewer co 
tracts, full-time and part-time, than z 
the beginning of the year. 


Jal 


SE! 


ge 
TO! 


ience to the spirit and letter of th) ™si 


agreement will be given in 1936. 


Operations Found Satisfactory 
Operations} by the signatory con 


panies during the first few months (p_ 


the existence of the agreement hay 


Strict obe { $ 
x 


been satisfactory, so far as can be toif i 


by their reports to Mr. Davis, and ly : 


informal reports that have come to hin 
from general agents and managers it 
all parts of the field. If the agreemet 
continues to be loyally observed, ani 
companies and agencies become accu 
tomed to the new terms of contrat 
making with part-timers, there appears 
to be no question that the proposed ent 
will be accomplished, which is to pro 


tect the public from misfit insurane§y 


sold by incompetent agents, to protect 
the full-time agent from unbusinesslike 
and unfair competition, and to minimiz 
the now heavy cost of agent turn-over 


Increases by Penn Mutual 


Mr, Davis states that notwithstanding 
this large reduction in the size of the 
Penn Mutual’s agency force in 1935, the 
company’s new paid-for business it 
creased 8 percent over that of 1934, and 
that December, in which a special effort 
was made in honor of the thirteenth ar 
niversary of the late President Law’ 
accession, the paid-for new business, lift 
insurance only, gained 72 percent ove 
the paid-for production of 1934. Further, 
that while the gain in life insurance vol 
ume in 1935 was 8 percent, the gain it 
premiums on new first year’s busines 
during the year was 23 percent, this ev- 
dencing that the extremely small pdl- 
ccies so much sold by part-time agents 
had been much reduced in number. 

Vice-president Frank H. Davis called 
a goodly part of his general agency 
force together for a .conference a few 
days ago. The purpose was to formt 
late plans for intensive recruiting dur 
ing 1936, under conditions which should 
result in the selection of men ant 
women of high qualifications for lif 
underwriting. The contracts that wil 
be issued will be in strict accord with 
that part of the requirements of tht 
agency practices agreement. 


Devine Making Recovery 
Joseph P. Devine, home office general 
agent of the Union Central Life, who 
in Christ Hospital at Cincinnati and 8 
seriously ill, is making a remarkable re 
covery and has even amazed his doctofs. 
He is not entirely out of danger but his 
physicians now are far more hopeftl 
Mr. Devine has made an outstanding 

record in his work at Cincinnati. 


Million for Col. Barton 


One of the largest policyholders ™ 
Arkansas is Col. T. H. Barton, El Dot 
ado, Ark., who is president of the Liot 
Oil Company of that city. Colonel 
Barton has $1,070,000 in life insurance 
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ederal Life Head Makes 
Report at Agency Meeting 








SEES ENCOURAGING PROGRESS 





agents from Three States Attend First 
of Series of Regional Conferences 
at Chicago 










Substantial gains in assets and busi- 
ness Written during the past year were 
Hisclosed by Isaac Miller Hamilton, 
president Federal Life of Chicago, who 
eported on the condition of the com- 
pany at the first of a series of district 
) magency meetings in Chicago. Agents 
rom northern Illinois, Indiana and 
western Michigan attended the confer- 
ence, which will be followed by similar 
meetings throughout the Federal Life 
erritory during January, February and 

































ewer cop) March. ; - 
e, than ¢ Mr. Hamilton, who was the principal 
trict obgp espeaker on the morning’s program, pre- 
er of th ed over by George Barmore, vice- 
936. sident and superintendent of agencies, 
paid tribute to the agency force of the 
etory Ycompany and in analyzing the annual 
ory comp sstatement said the company was in ex- 
nonths ¢ cellent condition. He said the experi- 
lent hare ' Fence of the company indicated that good 
in be tol ‘ investments may still be made in pre- 
a 1 estate and mortgages and 
s, and hp ferred rea 





ne to hina m teat the company’s investments at the 

_ ‘present time are in the most liquid se- 
Nagers IFT urities in its history. Mr. Hamilton re- 
greemett f 


rved, atl ‘vealed that no loans are being made on 















ne accu 
contract 
€ appa B eyany had been lenient in the matter of 
osed etl 7farm mortgages during the past year, 
S tO pro referring rather to go along with a de- 


insurance 
O protect 
isinesslike 
minimize 
‘urn-over, 


erving mortgagee than foreclose on a 
oan. 







A. & H. Department Gains 






He said that most encouraging gains 









al "had been made in the accident and 
astanding > health department and that more favor- 
e of thee able loss experience was now being en- 
1935, the joyed. At the beginning of the depres- 
ness in(em sion the company was obliged to pay 
1934, and) Manly large claims which were the di- 
ial effort a rect result of nervous sickness and men- 
senth ae tal disorders brought on by business 
1t Laws |e failures and the hardships of the times. 
ness, lit [P11 addition, policyholders who pre- 
ent ove Ee tended sickness and who resorted to this 
Further, Practice largely because of the economic 
ance vo} “cumstances at the time, also repre- 
. gain in fe Setted a large proportion of the claims. 
busines He said that the majority of these 
this ev: ee 2ims were of the type that would not 
all pol have to be paid during normal times and 
e agents that with the improvement in business 
sie | conditions a more favorable loss experi- 
is called Me ence has resulted. 
| _ To offset this contingency, Mr. Ham- 
agen) Bilton stated that in 1931 the capital 
e a fev BR stock 
formu fe stock of the company was reduced from 
a "& $750,000 to $375,000 and that since 1931 
ng x the accident and health department had 
a ee een operating at a profit. Mr. Hamil- 


en ‘i _ton, who will leave soon with Vice- 
for lit B® president Barmore to conduct the vari- 


hat will I ous regional meetings throughout Fed- 





Shifting to Higher Type 
of Policies Is Now Seen 


O. J. ARNOLD SEES CHANGE 


Declares People Are Getting Away from 
the Depression, Lower Priced 
Contracts 


MINNEAPOLIS, Jan. 23—A jump 
of 52 percent in premium income on 
new life business in 1935 is partially due 
to a shift in public buying from low 
cost, “depression” types of temporary 
protection to higher premium, more 
permanent forms of policies, according 
to O. J. Arnold, president of North- 
western National Life. 

The company’s new premium income 
for 1935 was $2,750,829, compared with 
$1,806,286 in 1934, a gain of 52 percent. 
Total premium income in 1935 was 
$10,423,828, an increase of 13 percent 
over the $9,225,707 figure for 1934. 

Another important factor in the gen- 
eral situation, Mr. Arnold pointed out, 
has been the efforts of investors to em- 
ploy idle funds through the purchase of 
investment types of policies, notwith- 
standing the limitations placed on such 
business by many companies. This fac- 
tor, together with the general public’s 
increasing demand for higher rate forms 
of protection, has caused the life insur- 
ance business to score increases in new 
premium income which are out of all 
proportion to the moderate gains in in- 
surance sold, Mr. Arnold said. 


United L. & A. Makes Some 
Changes in Its Rate Book 


A number of changes in rates, values, 
settlement options and forms are em- 
bodied in the new rate book of the 
United Life & Accident. Rates for prin- 
cipal plans are unchanged; retirement 
income rates are modified. 

Policy values on continuous premium 
endowment at 65 have been slightly in- 
creased in the 15th and subsequent 
years. On all other forms, values in 
early policy years are lower. 
Non-medical limits, formerly 15-45, 
are now age 0 to 40. The suicide clause 
is extended to two years. New optional 
settlement provisions are included, with 
four elections, instalments 10, 15 and 20 
years certain being graded according to 
age of payee and sex. 

The accident disability benefit is is- 
sued as a policy rather than endorse- 
ment. A new accident disability policy 
is issued, providing for payment of 
weekly indemnity for first 52 weeks in- 
sured is totally disabled as result of ac- 
cidental injury, and half that amount 
thereafter during total disability, not 
exceeding $650 per $5 weekly accident 
benefit for one period of disability, or 
ageregate for all periods of disability 
during term of policy or renewal. The 
contract will be issued in amounts not 
over $5 weekly per $1,000 face of life 
policy against $10 previously. Premium 
rates for the accident disability portion 
have been reduced. The new accidental 
disability rates per $5 weekly benefit are 
$1.75 in class I, $3.25 class II and $5 
class III. 











cussed by A. F. Wieland, treasurer, who 
expressed optimism for the future. John 
F. Williams, assistant treasurer, also 
spoke on the subject of investments and 
stated that a new investment medium 
had been opened up by the insured 
mortgages offered by the Federal Hous- 
ing Adminstration. Dr. F. B. L. Jen- 
ney, medical director, reviewed under- 
writing practices and said that a large 
proportion of a company’s profit accrued 
from a favorable mortality experience. 
He advised greater selection of risks and 
careful underwriting practices’ at all 
times. Loyal Anderson, assistant secre- 
tary and chief claim adjuster, also ap- 








rd with I eral Life territory, declared that the 
of the Be gency force would be built up during 
p the coming year through a better selec- 
| tion of agents and predicted a great vol- 

| "me of new business for 1936. 
ry ; Lab: Cavanaugh, executive vice-presi- 
general # “ct who has been with the Federal Life 
who is J #Most since its organization, also paid 
and is | ‘ibute to the agents for their hard work 
able re- J *"d loyalty to the life insurance busi- 
foctors. fe "®SS during the depression. He ex- 
but his HB t’ssed the belief that the business was 
hopeful J ‘tering a new era and that conditions 
randing — be greatly improved in 1936. He 
; also announced that the Federal Life has 
= as yet changed to a 3 percent basis, 
pel. consequence of which | premium 
' : €s will remain the same with no de- 

; Tease in surrender values. 

lers - K. Thompson, secretary, and man- 
1 Dot- ager of the accident and health depart- 
e ae ment, discussed two new accident poli- 
Colone! # “les which are being issued by the com- 
urance. #% Pany. Investment problems were dis- 





peared on the program. 


















Randy Claymore 
and Betty Gra- 
ham of Roses and 


Drums. 





























AND THOUGHTS FOR THE FUTURE 


Roses AND Drums, Union Central Life’s famous radio pro- 
gram that goes out over the airwaves every Sunday after- 
noon, recreates the hopes and fears of the American family 


back in the 1860’s. 


Between the acts, Daniel Stark’s true-to-life stories about 
the Multiple Protection Plan make fathers think of the 
future and of what it holds for their own families. 


Roses and Drums sets the stage—shows the uncertainty 
of life . . . Daniel Stark offers a modern, practical solution. 
That’s why Union Central Agents find the going easier. 
Their prospects know about the Multiple Protection Plan 
and want to talk actual figures. 


And that’s one reason Union Central Agents have paid 
for 15.27% more life insurance during the first 11 months 
of 1935 than in the same period of 1934. 45.84% of this 
life insurance was Multiple Protection. 


The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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New Illinois Qualifications 
Put in Effect by Governor 





SIGNS PROGRESSIVE MEASURE 





Greater Protection for Public Afforded, 
Curb Placed on Unethical, 
Unfit Agents 





The new agents and brokers qualifica- 
tion bill massed by the Illinois legisla- 
ture two weeks ago was signed by Gov- 
ernor Horner this week. It includes life 
insurance agents under the same provi- 
sions as other types of insurance agents, 
unlike the insurance code that was de- 
feated, and is looked to by leading 
agents in the state to “clean up” the 
business, weeding out unfit life agents 
and part-timers. Aa, . 

One of the strongest provisions gives 
the insurance director power, subject to 
hearing and review, to refuse to license 
or revoke license of unfit agents or part- 
time agents against whom_ heretofore 
practically no machinery of law has op- 
erated. The organized agents attempted 
to control the situation in the past 
through the Better Business Bureau af- 
filiation, exerting influence through 
agencies and even companies. But at 
best, this was a lengthy and unsatisfac- 
tory process. 

Curbs Unethical Practices 


In case of rebates, twisting or other 
similar unethical practices, it was pos- 
sible to bring action against the agent 
in municipal or justices courts, with the 
_attendant difficulty of getting a full hear- 
ing of facts and proper interpretation of 
them by judges unfamiliar with the im- 
portant principles involved. * 

Under the new law, it will be pos- 
sible for general agents and managers, 
having information about such practices 
of agents; about getting advances and 
passing along to company after com- 
pany, or withholding nets, to report to 
the insurance director, who can use the 
information in support of his license ac- 
tion. 

The act will eliminate part-timers, es- 
pecially in urban centers, it is believed, 
and also the “one-case”’ man. It re- 
quires a person who applies for license 
to pass a written examination, a part of 
which may be oral. This applies to per- 
sons not licensed in the year prior to 
application for license. 


Premiums Trust Funds 


The fiduciary character of the agent 
is set up, funds which he collects on 
policies, less commissions due, being 
termed “trust funds.” Failure to account 
for these will be justification for refusal 
to license or for voiding of license. Li- 
censes will expire March 1 each year 
‘as now. 

Under the bill an applicant for agent’s 
.or broker’s license must be “active,” 
which menas that he must during the 
year preceding have written or placed 
total premiums on other persons greater 
than on himself or his employer, or 
‘both. This means that new applicants 
will have to show proof of activity at 
‘tthe end of a year or not have the license 
renewed. Penalties are set up in the 
act ranging from $50 to $1,000. 

In case of action against an agent or 
applicant by the insurance director, 10- 
day notice of ‘hearing must be sent, with 
specific charges. Review of any finding 
is allowed in the Sangamon county cir- 
cuit couit or the circuit or superior 
courts of the county of the individual 
concerned. Agents license fees are $1 
‘domestic and $2 foreign, with a provi- 
sion for temporary license of 90 days 
‘pending examination, without fee. 


Virtually Code Phraseolezy 


The bill as passed embodies the in- 
surance code provisions almost word for 
-word, being, however, a combination of 
various sections, specific and general, 
which had ‘been separated in the code. 

Life agents brokering surplus busi- 
ness will be required in addition to their 
wegular agents license to secure a bro- 








Minnesota Makes Plans 
for Commissioners Meet 














GEORGE W. WELLS, JR. 


ST. PAUL, Jan. 22.—George W. 
Wells, Jr., former state insurance com- 
missioner and now secretary of the 
Northwestern National Life has been 
named general chairman of the com- 
mittee on arrangements for the June 
meeting of insurance commissioner in 
St. Paul. 

The first formal meeting of the com- 
mittee was held in the office of Com- 
missioner Yetka, at which time plans 
for the meeting were discussed. It has 
not yet been decided whether the mect- 
ing will be the first or second week in 
June. 

Members of Committee 


Other members of the committee are 
E. A. Roberts, vice-president and gen- 
eral counsel of the Minnesota Mutual 
Life, C. A. Dosdall, secretary St. Paul 
Fire & Marine, Charles F. Liscomb, 
Duluth, executive committeemen of the 
National Association of Insurance 
Agents, and Mrs. Frances Buell Olson, 
national president Degree of Honor 
Protective association. Other commit- 
tees will be announced later. 








kers’ license, according to interpreta- 
tion by some of the men active in se- 
curing the law. The brokers’ license 
fee is $2 elsewhere than in Chicago, 
where it is $10. Many of these agents, 
however, write accident and health in- 
surance, fire and other general lines as 
well. The brokers license, subject to 
examination on each type of insurance 
it is desired to write (there being no 
additional fee for the examinations) per- 
mits the agent to place these designated 
lines for which he is qualified in any 
licensed companies. 

C. F. Axelson, Northwestern Mutual, 
Chicago, past president Illinois Associa- 
tion of Life Underwriters, and H. M. 
Solenberger, Springfield, Ill, active in 
the state association were in the capital 
this week attending the ceremony 0 
signing. Both were active in securing 
the measure. C. H. Stumes, Penn Mu- 
tual, and N. H. Bokum, Massachusetts 
Mutual, both of Chicago, also worked 
long and hard for the bill, as did repre- 
sentatives of other insurance organiza- 
tions. 


T. H. Richey Heads Slate 


T. H. Richey, Travelers, is the nomi- 
nee for president of the Milwaukee Life 
Managers & General Agents’ Associa- 
tion to succeed E. L. Carson, Equitable 
of New York. The annual meeting is 
to be held Friday of this week. Thomas 
Melham, Central Life of Iowa, is nomi- 
nee for first vice-president; S. J. Stev- 
enson, National Guardian Life, second 
vice-president; Frank Du Bose, Old 
Line Life, secretary, and V. M. Staam, 
Northwestern Mutual, treasurer. 








Illinois Fraternal Congress 
Approves Welfare Proposal 





PLAN RECOMMENDED TO N.F.C. 





Vice-president Norton of Equitable Re- 
serve Defends Trend to Cash 
Value Contracts 





A resolution approving the principle 
of the Fraternal Welfare Society of 
America, a social beneficial project, was 
adopted by the Illinois Fraternal Con- 
gress at the annual meeting this week 
in Chicago, and the proposal was passed 
on to the National Fraternal Congress 
and other societies and state congresses 
as worthy of development. 

The purposes in the preamble of a 
tentative constitution, are to further 
family protection by means of life in- 
surance, practice and foster fraternal- 
ism, include cultural advancement and 
social well-being in fraternal work, meet 
needs of members and dependents such 
as medical and nursing service, con- 
valescent care, hospitalization and insti- 
tutional care, vocational and psycholog- 
ical rehabilitation, and to cooperate with 
other agencies, to avoid duplication of 
service and increase social well-being of 
members. Persons eligible would be 
adult and juvenile members of U. S. and 
Canadian licensed fraternals affiliated 
with the society, issuance of a certificate 
in such societies automatically entitling 
the holder to membership. 


President Winder Reelected 


Aside from the business session, at 
which President D, T. Winder was re- 
elected, much of the all-day program 
was devoted by speakers to discussion 
of broad aspects of the project and of 
the youth problem. Professor William 
Byron, Northwestern University sociol- 
ogy department, emphasized that mass 
treatment in institutions is not satisfac- 
tory. Most advanced thinking should 
be employed in preparing such a pro- 
gram. There is no type of such care 
more costly than in institutions, he said, 
but the work is needed if it can be con- 
fined to individuals needing institutional 
treatment. E. R. Armitage of Chicago, 
formerly of the Illinois department of 
vocational rehabilitation, said the youth 
of America finds it impossible to enjoy 
advantages that their parents had. They 
face hardships and uncertain future. 
Some method of protecting them should 
be possible to insure their education 
and opportunity in life. 


Rehabilitator Speaks 


It is a golden opportunity for fra- 
ternalism, he said. Societies again should 
make lodge meetings interesting for 
members, put back something to coun- 
teract the automobile, radio and movies, 
create an interest other than that meas- 
ured by dollars. 

Rodney Brandon, formerly chief ad- 
ministrator of the Moose, gave reactions 
to the project, emphasizing responsibil- 
ity resting on societies for physical and 
moral welfare of the young as well as 
old, and pointing out unusual trials and 
temptations facing young people today. 

A fine talk was given by Norton J. 
Williams, vice-president Equitable Re- 
serve Association, Neenah, Wis., which 
was in part an answer to the charge 
made by J. P. Sullivan, another speaker, 
that fraternals had stepped out of their 
realm by imitating old line life compa- 
nies, with cash values, etc., and had got- 
ten into a “cash on demand” situation 
and the banking field. Mr. Sullivan 
termed the legal reserve fraternal sys- 
tem the proper one. He said when fra- 
ternals return to selling pure life in- 
surance they will then be doing some- 
thing that few old line companies do. 
The convertible term form, he said, is 
the best. 

Mr. Williams held that fraternals 
should be in position to sell “life insur- 
ance” as well as “death insurance.” 
They should make it possible for men 
and women to provide for their own old 











Parsons Heads Leaders _ 
of Mutual Benefit Lif, 
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the ¢ 
Bruce Parsons of the A. A. Dreiie “co { 
agency in Chicago led Mutual Benes cybte 
Life agents in volume of paid busines callir 
in 1935. Mr. Parsons’ total is well oye W: 
$1,000,000, approximately one-half if) Fidel 
which was completed in December, 4, out-o 
though Mr. Parsons has been a meni socie 
ber of the Million Club for the Matyi’ H. C 
Benefit in former years, this is hig free ester 
experience as leader. ie 
Other members of the Million (ly Steel 
for 1935 are John E. Clayton, Newark tion; 
and Samuel W. Sturm, Cincinnati, whee Unit 
has a long record of honor as a foram Kral 
most producer. Won 
William H. Cobb, Americus, Ga, ;fey McM 
for the third consecutive year lyfe SY 
leader. Bernard M. Baur, Detroit, why Thor 
paid for 100 lives in December and com.qe 2! 
pleted the year with over 200, was ry. pots 
ner up. Mr. Cobb heads the Century Wilk 
Club; members of which pay for 1 Jeffs 
lives or more each year. Other mer. Life, 
bers are: H. L. Dickson, Orangeburg resi 
S. C.; W. H. King, Lima, 0.; C ER os 
Hodgman, Detroit; A. P. Steler, De lit were: 
troit; G, H. Shephard, Detroit; E. BIR tary 
Yates, Liberty, Mo.; H. M. Clay, Lec Me Eker 
ington, Ky.; G. W. Royse, Maysville B Vecc 
Ky.; W. L. Hall, Bowling Green, Ky: Amer 
K. E. Robinson, Elizabethtown, Ky; urer 
and H. B. Barnes, Fairmont, W. Va. vin, § 
Other Leaders i 
Paul W. Cook, Drew agency, Chi J Omal 
cago, whose production totaled near the fe Macc 
million mark, led the Half Million Club, 
Albert P. Steler, Detroit, who peren Neg 
nially ranks among the foremost leaders 
of the Mutual Benefit in number ¢ a 


lives written, in 1935 won also first place 
in the Quarter Million Club for produc & ( 
tion. Edward J. Dore, Detroit, headed 
the One Fifty Club. W. M. Hickman, 
Franktown, Va., led the Half Century 
Club whose members paid for a mini 
mum of 50 lives. 








age as well as protect their dependents 

“Tt appears futile for societies to have 
to say to prospective members that a 
policy can be issued on their families 
but the members will have to go to tft 
poor house, themselves,” he said. “A 
retirement income policy has a prope 
place in the fraternal field. Agents 
should be trained to sell old age pro 
visions as well as family protection. 

“The institution has gone past the 
stage of peddling memberships, and has 
made progress. No business institution 
ever has progressed by standing still, by 
refusing to recognize present needs and 
the necessity to change and moderniz 
methods to meet circumstances.” 

At luncheon, President John Romas 
kiewicz of the Polish National Alliance, 
Chicago, spoke on the nationalities 
makeup of fraternal insurance. In 192%, 
he said, licensed societies in Illinois 
had 7,500,000 members, compared with 





volur 


6,000,000 in 1935. Fraternals cannot 
rely on tradition. He said 24 different BR $13,1 
nationalities have their own benefit s At 
cieties, three-eighths of the fraternal i J and < 
surance in Illinois being issued by the & is in 
nationality societies. The Polish group, & of re 
he said, has over a billion insurance " — on pi 
force, over 75 percent being based 0 & ley ; 
American Experience mortality table. atten 
There was some discussion of the I B head 
ternal section in the Illinois insuran BH He | 
code. Insurance Director Palmer, W” & the | 
was scheduled to speak, was absent 0° Be anq . 
a short vacation. President Winder t¢ & ing ¢ 
ported 31 societies registered with 6 A 


delegates present. There were 27 —_ receji 










ber societies in 1934, 67 in 1935 an spon: 
there are 72 this year. Secretary V. © stoog 
Ferrera read his report and that of C. J, Kans 
Del Vecchio, treasurer, who was out of teres 
the city. Lo 

Among resolutions adopted were: To tinen 
seek a law in Illinois exempting ft cers 
ternals from taxation, renewing pledge efor 
to the insurance director. dispo 

Mr. Winder commented on the attor & ¢,,... 
ney-general’s opinion of 1922 that fra & ;.; 
ternals canont write endowment instf tion | 
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ance, based on a law of 1893 that no 
fraternal society member shall profit. 
This later was amended to permit cash 
withdrawal equities. It is hoped to get 
the opinion reversed, Mr. Winder said, 
“9 fraternals will not have to use the 
subterfuge of writing endowments and 
calling them something else.” 

Walter Below, new president of the 
Fidelity Life Association, was another 
‘ out-of-town executive present. Among 


\ society presidents there were Thomas 


H. Cannon, head Catholic Order of For- 
esters and past secretary N. F. C.; W. 
F, Traub, head Royal League; Philip 
Steele, Chicago Fraternal Life Associa- 
tion; Mrs. A. L, Strohmeyer, president 
Unity of Bohemian Ladies; Miss Marie 
Kral, president Bohemian Catholic 
Women’s Union, Cleveland; Mrs. Mary 
McWhorter, president and Miss Mary 
Sullivan, secretary, Hibernian Life. 
Thomas Heaney, secretary C. O. O. F., 
attended, as did Bernard Rissey, fra- 
ternal supervisor Illinois department. 
Committee chairmen were: Credentials, 
William Schultz; resolutions, Henry 
Jeffs, Illinois state manager Ben Hur 
Life, and nominating, Vincent Cainkar, 
president Slovene National Benefit. 
Officers elected besides Mr. Winder 
were; Vice-president Mr. Jeffs; secre- 
tary, R. H. Mathias, associated with 
Ekern & Meyers; treasurer, Mr. Del 
Vecchio; directors—L. D. Coyle, North 


| American Union; V. E. Ferrera, treas- 
' urer Italo-American Union; A. H. 
‘yin, general sales manager Fidelity Life 
» Association; 
‘and director Woodmen of the World, 
' Omaha; John Stock, general organizer 
» Maccabees. 


Col- 


William Mooney, lawyer 


‘Negotiating for Reinsurance 





Superintendent O’Malley of Missouri 


Ordered to End Continental of 
St. Louis Rehabilitation 





ST. LOUIS, Jan. 23.—Circuit Judge 


| Joynt authorized Superintendent O’Mal- 
| ley to negotiate for reinsurance or sale 


of the Continental Life of St. Louis, 
which was placed in the hands of the 
department for rehabilitation May 25, 
1934. Superintendent O’Malley is to 
advertise for bids and report April 15 
with recommendations. At a_ hearing 
Superintendent ©’Malley stated best in- 
terests of policyholders would be served 
by terminating the period of rehabilita- 


' tion. 


There has been no attempt to write 


; new business since January, 1934, when 


the receivership action was filed and 
volume in force has dropped from ap- 
proximately $98,000,000 to $59,571,067 
Dec. 31. C. E. Nelson, department ac- 


_ tuary, reported assets Dec. 31, 1934, 


were $13,499,464 and Dec. 31, 1935, $13,- 
196,464; liabilities Dec. 31, 1934. $15,- 
635,004, and on Dec. 31, 1935, $15,200,- 
728; insurance in force, Dec. 31, 1934, 
$72,765,454 and Dec. 31, 1935, $59,571,- 
067. The deficit between assets and lia- 
bilities decreased $131,088 in 1935, while 
volume of insurance in force dropped 
$13,194,387, 

At the hearing department actuaries 


| and attorneys testified the company still 
| 's insolvent and declared continuation 


| of rehabilitation would work a hardship 


on policyholders. Superintendent O’Mal- 
ley stated that he would oppose any 
attempt by the former management 
headed by Ed Mays to regain control. 
€ charged gross mismanagement on 
the part of the former administration 
and stated it was incapable of conduct- 
ing the business. 

A number of informal proposals were 


 Teceived from various financially re- 






sponsible groups, he said. It is under- 


s Stood that a syndicate of St. Louis and 


ansas City financial and insurance in- 


} terests will submit a bid. 


Lowell Sparling, general counsel Con- 


tinental Life Corporation, said the offi- 


py and stock holders will contest any 
& ort of Superintendent O’Malley to 
be ag of the. company to outside in- 
tests. Sparling denied the company 
's insolvent or ever was on a fair valua- 





Life Advertisers Will 
Join Safety Movement 











D. B. Slattery of the Provident Mu- 
tual, president of the Life Advertisers 
Association, announces that the organi- 
zation will join in the crusade to cut 
down automobile accidents. He has ap- 
pointed a special automobile accident 
committee, consisting of A. H. Reddall, 
Equitable Life of New York; Bert N. 
Mills, Bankers Life of Iowa; L. R. Pal- 
mer, Equitable Life of New York, and 
J. J. Doyle, Western & Southern Life. 

First undertaking of the committee 
will be a compilation of death claims 
paid during 1935 by all life companies 
as a result of motor vehicle deaths. This 
will show the financial loss to the com- 
panies, resulting from highway accidents 
—a figure which will probably run into 
the millions—and will be the backbone 
of definite suggestions to the companies 
on ways and means of reducing the 
growing toll, in lives and money. 








Business-Getter Clinics to 


Be Held by Chicago Offices 


A series of six “business getter sales 
clinics” will be started Feb. 13 by the 
Chicago Association of Life Underwrit- 
ers at a meeting in the Hotel Sherman. 
The series will extend to May 20, all 
sessions being only for members, with- 
out charge, and starting at 4 p. m., to 
run an hour. Each meeting will be 
sponsored by some agency which will 
have complete charge of the program. 
The Van Goldman ordinary agency of 
the Prudential will lead off Feb. 13 with 
a session on “How to Get a Steady 
Production.” Feb. 26, the Equitable of 
New York will conduct a clinic on 
“Sales Talks That Sell.” The Metro- 
politan will sponsor the clinic March 
11 on “How the Industrial Agent 
Writes Ordinary.” The L. S. Broaddus 
agency of the Acacia Mutual Life will 
conduct the program on “Profitable 
Prospecting” March 25. Next will be a 
session April 29 by the Northwestern 
Mutual Life, Hobart & Oates agency, 
on “How to Use the Mail Effectively.” 
The Penn Mutual will wind up the 
series May 20 with a clinic on “Closing 
the Sale.” 

These meetings will not be cut-and- 
dried, but will vary in treatment and 
material, including sales demonstra- 
tions and whatever else the sponsoring 
agency finds is effective in making the 
point. Appointments for leading pro- 
ducers to appear on the program are 
being made far in advance. Some of 
these have appeared on programs at 
many points in the country and are na- 
tionally known. 

The February monthly meeting was 
to have produced M. J. Cleary, president 
Northwestern Mutual Life, as speaker, 
but he was forced to cancei his accep- 
tance. Another speaker will be an- 
nounced soon. The annual sales con- 
gress will be held April 18. L. S. 
Broaddus is general chairman. The an- 
nual meeting will be June 16. 

An advisory council has been formed 
in the Chicago association, made up of 
one representative from every agency 
having five members or more in the 
organization. A. J. Johannsen, super- 
visor Hobart & Oates, is chairman. 
There are 52 members of the council 
which serves not only to pass matters 
of common interest along to member 
agencies, but to acquaint the associa- 
tion with the views and desires in the 
agencies. It is looked to for the build- 
ing of great cohesiveness in the associa- 
tion and among Chicago agencies. The 
council will have a separate table at all 
association lunch and dinner meetings. 


Salary Reports Misleading 
_ Salaries paid managers of life agen- 
cies published recently in Richmond 
newspapers are misleading, John B. 
Cary, president of the Richmond Asso- 








tion basis, 


ciation of Life Underwriters, advised the 








newspapers. He pointed out that figures 
for these salaries generally represent 
gross amounts paid the managers. From 
these, salaries and commisions of solic- 
iting agents are paid, as well as office 
and other incidental expenses. Actual net 
income of the managers, he explained, 
are only a small fraction of the published 
figures. Similar misinterpretation is re- 
ported in St. Louis and Indianapolis. 





Too Many Dallas Agents 


There are too many licensed sales- 
men in the insurance business in Dal- 
las, Tex., Homer G. Hewitt, Texas 
manager Northwestern National Life, 
told the Dallas Life Managers Club. Re- 
ducing the number of these salesmen to 
the correct proportion is a problem of 
the general agents and company execu- 
tives, Mr. Hewitt said. He indicated 
the sooner the problem is solved the 
better it will be for the agents who are 
devoting their entire time to the busi- 
ness. 





Gillette Agency Presented 
Penn Mutual Sales Trophy 





Wallace Boileau, superintendent of 
agents Penn Mutual, conducted a time 
control clinic for the Gillette general 
agency in Detroit as a feature of a 
sales conference in connection with a 
celebration dinner tendered the agency 
by the company for winning permanent 
possession of the agency cup for largest 
percentage of business increase. The 
cup was in competition on a monthly 
basis last year, the Gillette agency win- 
ning it the largest number of times re- 
tains it permanently. 

L. M. Gillette presided at the lunch- 
eon. Donald Pipp, tax expert, talked 
on “Wills and Settlement Options,” and 
Ray Jacobs, vice-president Detroit 
Bank, on “The Banker’s Outlook for 
Detroit in 1936.” Mr. Gillette presided 
at an agency dinner, Mr. Boileau speak- 
ing on “Prestige.” 








“These Are fly Monuments” 


A successful Life Insurance sales- 
man may with justification so regard 
the homes protected by the policies 


he has sold. 


They are constant remind- 
ers to the world that he has 


taken his job seriously. 


And such homes and their 


occupants serve aS e€x- 


emplars for the rest of the 


community. 


Home Office 


The Prudential 


Jnusurance Company of America 


EDWARD D. DUFFIELD, President 


- Newark, New Jersey 
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Tragic End Came 
to William A. Law 


(CONTINUED FROM PAGE 1) 


company to revivify it. One of the most 
excellent insurance institutions jn the 
country, its trustees felt it needed a vi- 
talizing hand to energize it and carry it 
to new heights. 

The trustees recognized in Mr. Law 
special ability to organize and carry for- 
ward in a wholesome and creditable 
manner progressive undertakings which 
in these days are essential to business 
building. 

Mr. Law, in the beginning, had three 
main objectives, first to build up its in- 
vestment portfolio according to modern 
methods, next, to reorganize the agency 
department, and then to bring about a 
revamping of the underwriting end. In 
addition he found it necessary to make a 
thorough rearrangement of the inside 
organization. Being an _ experienced 
banker, he was at home himself in the 
investment end. Vice-president W. H. 
Kingsley has had charge of the mort- 
gages, assisted by George S. Moffett, 
manager of the mortgage department. 
Mr. Law personally supervised the other 
investments to a large degree. 


Agency Department Overhauled 


The agency department was over- 
rauled and brought up to date. Frank 
H. Davis, the agency vice-president, has 
done a magnificent piece of work. Presi- 
dent Law himself was always keenly in- 
terested in the agency and was respon- 
sive to suggestions for improving con- 
ditions. Many new and outstanding gen- 
eral agents were secured. 

He brought in J. V. E. Westfall, who 
had been a vice-president of the Equit- 
able Life of New York, to take charge 
of the underwriting and that work has 
been carried on in an up to date way. 
Gordon A. Hardwick, vice-president and 
comptroller, another new man, was 
given the task of putting the interior or- 
ganization on a new basis and that work 
has been handsomely completed. 


President Law’s Characteristics 


Presidert Law had always been ap- 
proachable. He might have been said 
to have been aristocratic and yet he was 
an aristocratic democrat. He did not 
close his door against anyone who 
wanted to see him in a serious way. He 
always had a very human viewpoint in 
his company administration. Mr. Law 
believed strongly in the human element 
of the business and he possessed a sym- 
pathetic personality himself. 

He took particular pains to build up 
a satisfactory investment portfolio and 
that was his great pride. Mr. Law list- 
ened attentively to suggestions and he 
held everybody accountable for the re- 
sponsibilities placed upon them. When 
he decided on a course of action he went 
ahead with it. He was decisive when he 
made up his mind. 


Was an Exemplary Family Man 


Those who came in contact with Pres- 
ident Law admired him especially be- 
cause he was in every sense a gentleman. 
He was held in the highest esteem by 
the head office people and the men in 
the field. Very few ever made criti- 
cism of him. He was devoted to his 
family and in that connection was most 
exemplary. Mrs. Law and two daugh- 
ters survive, one married and one un- 
married. 

Mr. Law was a sportsman. He died 
on a hunting trip with his boots on. He 
applied the rules of good sportsmanship 
to his personal living and business as- 
sociations. Perhaps the most significant 
thing in the press dispatches about him 
was his response to Mr. Williams on 
their way in the ambulance to Greens- 
boro, when Mr. Law was gradually 
bleeding to death and Mr. Williams was 
overcome with emotion and self re- 
proach on account of the accident, the 
dying man. saying, “It was just one of 
those things that happen.” 

On the hunting party was A. L. 
Brooks of Greensboro, well known at- 
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Provident Veterans Honored 





RECORDS | 


a 





Front row seated: R. J. Maclellan, president, Provident Life & Accident, with 30 
years service: A. W. Chambliss, vice-president and former general counsel, 28 years; 


W. C. Cartinhour, vice-president and secretary, 25 years. 


Standing: J. W. Kirksey, 


vice-president, 26 years; Miss Frances Amos, in charge of index department, 26 years; 
J. T. Neligan, division manager of claim department, 26 years; and L. N. Webb, vice- 


president, 25 years. 


Members of the Provident Life & Accident’s home office Quarter of a Cen- 


tury Club were honored at a luncheon given by W. C. C 


our, vice-president 


and secretary, who is a member of the club. The old timers in the above group 


represent more than 186 years of continuous service. 


At the luncheon, Provident 


Life & Accident progress since its founding in 1887 was recalled. It has expanded 
from a one room, one agent institution to its representation now in 34 states and 


the District of Columbia. 








torney, who has a large insurance prac- 
tice. However, he was not on this spe- 
cial day’s trip with Mr. Law. Mr. Wil- 
liams is chairman of the board of the R. 
J. Reynolds Tobacco Company and for- 
mer head of the NRA. The sportsmen 
were on a quail hunting trip. The three 
men were walking single file through the 
brush when Mr. Williams tripped on a 
trailing vine of honeysuckle. Mr. Law’s 
leg received the shot just below the 
knee. He was unconscious when he 
reached Greensboro. 

Mr. Law’s funeral took place at Spar- 
tanburg, S. C., his old home, from the 
Presbyterian Church, Thursday. A rep- 
resentation of home office officials left 
Philadelphia Wednesday to attend the 
funeral. 

Of Mr. Law, Vice-president F. H. 
Davis of the Penn Mutual said: “He 
was one of the most understanding gen- 
tlemen with whom I have ever been 
associated. He had the rare quality of 
making men want to do great things. 
His interest in others was always a 
sufficient challenge to them to do their 
best. He played the game according to 
the rules and insisted that others do the 
same. - In the truest sense of the word 
he was a sportsman. His last words, 
urging the man from whose gun the 
accidental shot was fired, not to reproach 
himself and saying that ‘it was just one 
of those things that happen,’ was typi- 
cal of him. Everyone had a high regard 
for his intelligence and courage. He was 
never rushed off his feet by seeming 
emergencies. For he knew life as well 
as life insurance.” 

The following committee represented 
the Life Presidents Association at the 
funeral: W. L. Talbot, president Fidelity 
Mutual Life, chairman; A. J. Davis, vice- 
president Provident Mutual Life, Julian 
Price, president Jefferson Standard Life; 
A. O. Swink, president Atlantic Life, A. 
M. Lumpkin, counsel in South Carolina 
for the association, and M. A. Brooks, 
assistant secretary of the association. 

President L. O. Schriver of the Na- 
tional Association of Life Underwrit- 
ers designated John B. Cannon vice- 
president South Carolina Life Under- 
writers Association, and president Spar- 
tanburg Life Underwriters Association 
to represent the National association at 
Mr. Law’s funeral. 


Lorin Hord, New England Mutual, Min- 
neapolis.—Wrote $3,613,000 in 1935, an 
increase of 26 percent. Ranks 14th in 
company. 





Survey Made of a Hundred 
Newly Married Couples 


MINNEAPOLIS, Jan. 23.—Thirty- 
three out of 100 recent Minneapolis 
brides are employed, and contribute an 
average of $61.58 each per month to the 
family exchequer, according to a ques- 
tionnaire investigation into the financial 
circumstances of 100 typical newly 
established households by Northwest- 
ern National Life. The couples were 
picked at random from city hall lists. 
Ninety-one of the bridegrooms are em- 
ployed, earning an average of $103 each 
per month. Of the nine unemployed 
husbands, one is on relief and two have 
brides who are employed at regular sal- 
aries. 

Seventy-five of the couples carry life 
insurance averaging $3,717 per family. 
Fifty-five couples report that they keep 
a budget and 55 report that they can 
save a little money each month. Twen- 
ty-five couples are starting married life 
with no debts. The average age of the 
100 couples reporting is 28% years for 
the bridegrooms and 25 for the brides. 


Guarantee Mutual Appointments 


A. B. Olson, Manager of Agencies for 
the Guarantee Mutual Life of Omaha, 
announces the appointment of the fol- 
lowing general agents: 

Loyd R. Ballard of Minneapolis, for- 
mer representative of the National Life 
of Vermont, general agent for Western 
Minnesota, with headquarters in Min- 
neapolis. 

E. L. Scarlett of Fargo, who has been 
engaged in life insurance sales work for 
the past three years, general agent for 
North Dakota. 

Bert L. Harrod of Gillette, Wyo., who 
has represented the Guarantee Mutual 
Life for several years, promote dto gen- 
eral agent for northern Wyoming, with 
headquarters at Gillette. 

J. Guy Jackson of Macon, former dis- 
trict manager for the New England Mu- 
tual Life, general agent for southern 
Georgia. 


Supports Insurer in Appeal 


A brief as amicus curiae has been filed 
by the American Life Convention in the 
U. S. circuit court of appeals in Stewart 
v. American Life of Colorado. The Con- 
vention rarely takes an active part in 
court cases, and then only if an impor- 
tant point is involved. 


Ohio State Life—All previous recorg, 
of volume of business in one month wen 


broken in December, bringing the i> 


force total up to $83,983,430 on 50,3 
policies, which is also a record. Th 
Ohio State is entering its 30th anniye.§ 
sary year. ; 
For the fourth consecutive year, Aj 
fred Guay, Los Angeles general agey 
led all agents in the volume of insurang 
written in 1935. He was followed by RF 
<. Townsdin, Kansas City gener) 
agent; C. R. Harvey, Dayton genenjf 


agent; J. C. McFarland, Cincinnati gep.f)) 


eral agent, and M. D. Schickendany 
Akron, O. Pittsburgh headed the agen 
cies, followed by Columbus, Clevelan(| 
Marion, Michigan and Chicago-Kieffy) 
agencies. 

American Life, Detroit—C. Raymon 
Suffron, Sr., of Detroit topped the entin)” 
agency force in paid-for production fo) 
1935. John Zelnik, Jay Garman agency, 
Philadelphia, placed second. 

Oregon Mutual—A net gain of mon} 
than $700,000 in the amount of insw.f 
ance in force during 1935 is show 
This compares with a gain of $50, 
during 1934. Sale of annuities wa 
double the 1934 volume. 


Size of the average policy sold it 
creased 25 percent. 
Bankers Life of Nebraska—Gener 
Agent Jack W. Lawrence, of Kanss 
City, ten months with the company, le 


all personal producers with $416,690 if 
issued business. His agency stood fifty 
E. F. Goodrich of Kansas with $360,005 
stood second, H. O. Johnson of Has-§” 


ings third. For the third consecutng 
year the Goodrich agency won ageny 


production honors, with more than iB” 


million and a quarter to its credit. 


C.L.U. NEWS 


ROCKWELL SPEAKS IN LOS ANGELES 


Dr. C. J. Rockwell, University i 
Southern California, was speaker at ttt 
January luncheon-meeting of the Ls 
Angeles Chapter of C. L. U. talking 
“1936 and You.” The government, lt 
said, will continue such taxation as state” 
and federal estate and inheritance taxtsh™ 
tius providing a field of prospects fy 
sale of life insurance and agents shoul. 
bear this in mind in their sales orgat 
ization for the year. Improvement !! 
business will lead to formation of me 
concerns by young men, with mont! 
provided by older people who will 
quire the protection of their loans \) 
life insurance, he sau, 











* 
LACKEY IS CHICAGO SPEAKER 


Frederick Bruchholz, New York Lif, 
president of the Chicago Chartered Lit 
Underwriters, announces that George 
Lackey, ex-president National Life Ur 
derwriters Association and Detroit gt 
eral agent of the Massachusetts Mutu 
will speak at an open meeting of the’ 
L. U. March 2 in Chicago on “Kinshif 
of Law and Life Insurance.” 


Pennsylvania Parley Postponed 

The conference called by Commissiot 
er Hunt of Pennsylvania with industf 
companies in an effort to cause those 
stitutions to use a uniform policy hi 
been postponed to Feb. 4. It was ofé 
inally scheduled for Jan. 14. 











The brief supports the company’s a 
tition for rehearing. The court held thal 
the company’s equitable action for cal 
cellation of a policy based on fraud a 
misrepresentation should be_ dismiss 
due to the fact that the beneficiary S" 
sequently had brought a law action of 
policies involved in the suit. , 

Most other federal and state coll! 
have held to the contrary in cases ™ 
volving incontestable clause and sim! 
facts. 
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_ Death losses i 
dropped, as did applications for loasf™ 


ROA ee. 
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to Improvements in 1936 
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onth wee - An increase im expenses was ac- 
ig the nf counted for largely by increased state 
On 50,08 and other taxation. Then the main- 
ord. The tenance of real estate requires for the 
1 anniver. time being a greater expenditure than 


>) will normally arise. Such expenditures, 
© however, the report predicted, will pay 
rewards in the future. 

Change in Rate to Be Paid 


The directors have felt that the fact 
must be recognized that interest rates 
in general may remain low for some 
© time. Accordingly a slight reduction in 
> the rate of interest to be paid on the 
: proceeds of policies and on dividends 

















x0-Kieffx} ) |eft to accumulate is recommended. 
"9 This change will become effective 
Raymon?) June 1. o 
the entinfi™ The present scale of dividends under 
iction {xf % premium paying. life policies is being 
n agencyf = continued but dividends under partici- 
> pating annuity contracts will be de- 
. of monf | creased. 
of insy-f) The mortgage loans amount to $145,- 
s shownh = 253,200, policy loans $90,848,590, bonds 
of $500 and stocks $220,393,806, real estate 
ities wall $46,662,579. 
th losses ee The legal reserve amounts to $412,- 
for loan 155,115, reserve for unpaid mortgage 
sold ix 6 interest $4,194,578 and net surplus $18,- 
me 725,111. 
_ : Total income was $111,279,372 and 
€ Kansai total disbursements $74,699,829, 
pany, le i bee 
116,690 fe BANKERS LIFE OF NEBRASKA 
ood fifts || The Bankers Life of Nebraska closed 
$360,00,F > the year with $124,423,000 insurance in 
of HatB 9 force, an increase of a million and a 
mnsecutit | quarter. Assets increased to $39,543,000. 
n ageny— = Lapsations were 26 percent under 1934, 
e than i) while policy loan and cash surrender 
redit, [) demands dropped. Repayment of pol- 
wus icy loans was about the same ratio as 
————— FF in past years. Death losses also de- 
' creased. The company wrote nearly 
WS § 15 million new business during 1935, an 
® increase of 37.8 percent. 
ae FEDERAL LIFE 
“7 -) Passing the $15,000,000 mark in as- 
ys Lap) sets at the close of its 35th year, and 
stlcing _ with well over $45,000,000 distributed 
tee among policyholders and _ beneficiaries 
aS ae iH during its lifetime, the Federal! Life of 
ice axe = reports a successful year in 
f— i i President Isaac Miller Hamilton’s re- 
ode om | port to the directors shows admitted 
s vi F) assets $15,028,492, an increase of $350,- 
wy 000. Reserves for possible losses on 
mone © teal estate and mortgages and to pro- 
” will 1 =) vide for home office building deprecia- 
foans 1A tion, have been increased by $120,000 to 
oans P> 2 total of $720,000. Unassigned surplus 
> 1S $348,247; capital, $375,000, and con- 
AKER tingency reserve, $50,000. The company 
? eh Teports $1,493,247 over and above policy 
ork Litt © and other reserves, tax, dividends and 
ered a ) coupons due, and miscellaneous liabili- 
rcOrge “By ties. Policy reserves are $11,434,472, re- 
Life UB serves for monthly or other instalment 
roit a > Payments not yet due, $1,332,389, and 
; a Teserves to cover claims on which com- 
of — pleted proofs have not been received, 
KinshPRsy $243,999. There are no claims due or 
© unpaid. 
™ Bond Account Increased 
tponed F Th 
issiot € statement shows the bond account 
imissie! ’as been increased more than 50 percent 
ndustilPy (© $1,591,589, more than $646,000 of 
thon Which is in direct United States govern- 
licy ‘fe ment bonds. Cash on hand has also 
yas orig A $70,000 to a total of 
(29. In general, the company re- 
a Ported favorable gains for 1935, the life 
any Usiness written during the last four 
he “ ee being 40.8 percent greater than 
for ° @ ‘ie average written during the first eight 
raud au Months of the year. The marked upturn 


Jismissé rm with president’s month in Sep- 






which benefited from more favorable 
loss experience. The department has 
been operated at a profit since 1931. 
The department recently announced two 
new accident policies and is at present 
at work on two more new forms, which 
are featured by low premiums and 
which are expected materially to in- 
crease production during 1936. 


HOME LIFE OF NEW YORK 


The Home Life has issued its 76th 
statement. The assets are now $86,659,- 
621, gain $5,116,940. New insurance in- 
creased 4 percent. Insurance in force 
increased by $2,052,929. The surplus in- 
creased $28,953 and is now $3,451,553 
which, by the way, is the largest amount 
in its history. The effective rate of in- 
terest was 4.11 percent. 

E. I. Low, chairman of the board, in 
commenting on the assets, says: 

“The soundness of that part of the as- 
sets represented by bonds is illustrated 
by the fact that over 85 percent are 
given the ratings of AAA, AA or A by 
bond rating services. A further illustra- 
tion of this soundness is that of the total 
bonds listed among the assets the bonds 
of but three corporations are in default. 
The market value of this small group of 
bonds which is the basis at which they 
are carried, was $248,000, or less than .3 
of 1 percent of our total assets. It is 
gratifying that in spite of the fact that 
we have met the losses incident to the 
depression as they occurred, it is possi- 
ble to continue dividends for 1936 on our 
life policies on the same basis as that 
applicable in 1935 and at the same time 
show a substantial increase in surplus.” 


WASHINGTON NATIONAL 


The annual statement. of the Wash- 
ington National of Chicago shows as- 
sets $4,090,620, gain $632,077, capital 
$600,000, net surplus $725,000, special re- 
serve $262,976. It increased its premium 
income $482,730. Its surplus and special 
reserves increased $106,718 and its life 
insurance in force gained $6,541,866. Of 
its assets 10.14 is in cash, 25.86 in fed- 
eral securities, 28.88 in state, county and 
municipals, 4.76 railroad bonds, 4.77 pub- 
lic utility, 1.05 policy loans, mortgages 
9.79. Approximately 80 percent of the 
mortgages were made during 1935 on 
the basis of low appraisals. Less than 
one-half of 1 percent of the assets are 
invested in the obligations of any one 
corporation. 


NORTH AMERICAN LIFE 


The North American Life of Chicago 
shows a gain of $652,000 insurance in 
force. The new paid for business ex- 
ceeded 1934 by 46 percent. Its insur- 
ance in force is $59,705,738, its assets 
about $12,400,000, the surplus and con- 
tingency reserve is over $1,000,000. 


MANHATTAN LIFE 


The Manhattan Life increased its new 
business 28 percent last year. The pre- 
mium income was twice the amount of 
the year before. It made the increases 
at a substantial saving. The expenses of 
the agency operations and new premi- 
ums showed a decrease of 23 percent. It 
paid to beneficiaries $1,183,000 and since 
its organization it has paid $144,048,537. 
Its insurance in force is $65,299,017. 


DOMINION LIFE 


The Dominion Life of Waterloo, Ont., 
shows an increase in assets of over 
$2,200,000, making a total of $31,098,870. 
Its insurance in force is $155,279,029, in- 
crease $5,057,236. Its excess of receipts 
was $2,359,028 and total income $6,896,- 
087. Its new insurance last year was 
$23,180,974, premium income $4,715,470. 
Policy loans decreased appreciably. Pay- 
ments to beneficiaries amounted to 
$2,988,000. Of the assets 41.95 percent 
are in mortgages, 28.46 percent bonds of 
which 26.61 percent are Dominion and 
provincial, 3.44 stocks, 3.64 real estate, 
including head office building, 15.31 pol- 
icyholders. 

F. S. Kumpf is president and manag- 





iary su ember. 

ction 0 —— improvement was not localized, 
aft Psa from coast to coast writing 

te CO de ter life and accident and health busi- 

cases be Ress than the previous year. A notice- 
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assets in liquid form. There was no reason met. The result was that the various States [> let o! 

E iD why they should invest in highly liquid declared a moratorium. Since then lite ee ever 
DIT a RIA L | MME N T securities. All they needed was sufficient companies have deemed it desirable and poe Surv’ 

cash or perhaps a second defense of stocks perhaps necessary to build up a far greater natu 

and bonds which might be called upon in liquid fund than they ever carried before nes 

Three Great Pre sidents Dead case of high mortality or money panic as Unless they did this the lower percentag i fall, 

‘ we knew such in days gone by. When the would be used against them. The com, fs the, 

Tue tragic death of President Wmt1aM sonality and ability. They served at the | present depression was upon us the life panies with the highest percentage of i on 
A. Law of the Penn Muruat Lire makes head of three of the great life companies | insurance companies then found that they quidity are chiefly favored and their agen - 
three distinguished life presidents who have of the country, three mutual institutions | were called upon to meet an emergency use it as a rallying cry. pe 
passed beyond the hills durng recent weeks. of superior order. All were conscientious | that had not confronted them before. The trend of individuals toward liqyig) | and 
The first to be summoned was President in their efforts. They exemplified to us | Thousands of policyholders made demands wealth is an economic condition that must doub 
W. H. Sarceant of the MAssAcHUSETTS the highest ideals of trusteeship in life | for loans and surrenders which had to be be considered and weighed. offic 
Mutual, the next President W. L. insurance. The business itself has been C. 
Crocker of the Joun Hancock Mutuat struck a vital blow by the loss of these tual 
and now President Law. If superstition three chief executives but they have left John Stevenson As a Prop het Nati 
reigned, this might be said to follow the their impress, not only on their own in-| THe fact that nearly 1600 life agents should surpass the pre-depression period a | pe 


old rule of three. stitutions but the life insurance business | assembled for a lecture on life insurance the golden era of life insurance. Mp 
These three men did a magnificent that will be unforgettable. Their memory | salesmanship last week in New York City Stevenson can always be sure of a L 
piece of work. They differed in per- will live long. lent significance to the prophecy of the pacity audience, but the attendance at the the 
speaker, Dr. JoHN A. STEVENSON, general New York City Lire UNpeErwrirpy < 
agent in Philadelphia of the PENN Mutuat AssocIATION’s meeting set a new high been 

N ot More B ut Better Hours Lire, that for salesmen who follow the mark for its gatherings. The nace 
Tue E. F. Wuite AGeNcy of the Con- stress giving more time to actual work | trends of the times rather than merely Mr. STEVENSON’s message indicates that : In 


NECTICU1 MuTuAL Lire at Dallas, in an- 
nouncing its program for 1936 has this 
significant point in its platform “Not 
more hours but better hours.” In that 
way the agency expects a man to in- 
crease his earnings 10 percent over the 
corresponding months of 1935. We 


in the field and yet if our time were 
better regulated so that every minute 
would count then the results would be 
more fruitful. For example, if a sales- 
man put in really five hours of honest, 
hard work on his rate book he would 
be a great conqueror. 


The Price of Liquidity 


WBILE now and then we may look with 
more or less disdain on the conclusions and 
recommendations of a highly educated col- 
lege professor who has studied profoundly a 
subject and has made many researches, yet 
after all what is the value of education un- 
less it does enable a man to draw deduc- 
tions that are worth while? They may not 
be altogether practical in a certain sense 
and yet highly educated men who have the 
ability to reach conclusions in a logical 
way certainly can contribute something for 
the betterment and progress of mankind. 

One of the greatest intellectual prodigies 
today is A. A. Berle, Jr., who is city 
chamberlain of New York City and who 
was called in by President Roosevelt early 
in his administration as one of his advis- 
ors. Mr. Berle was ready for college when 
he was 14 years of age. He has set forth 
in his book, “Liquid Claims and National 
Wealth,” published by MacMillan, an idea 
or conclusion that should receive attention. 
The basis of his research has been the ef- 
fect of liquidity in times of depression. 

In 1880, for example, of the total wealth 
of the country, 16 percent was held in 
liquid form. We mean by liquid form 
money or something that can be turned 
into money without delay. For example, in 
this list would be included stocks listed on 
the stock exchange, listed bonds, bank de- 
posits, life insurance policies that have a 
loan or cash value, etc. By 1912 the per- 
centage of liquidity had risen to 20 per- 
cent. In 1926 it was 28 percent. Then in 
three years time there was a marvelous 


because the percentage reached 38 percent. 
The next year it was 40 percent and in 
1933, the last record that has been made 
it was 34% percent. That is, at the present 
time about one-third of the national wealth 
is in liquid holdings of some kind. In a 
period of 10 years one-sixth of the wealth 
shifted on what might be termed non- 
liquid to liquid wealth. 

Dr. Bere in his book declares that 20 
percent should be the danger line. Beyond 
that any increase will have a disastrous 
effect when a panic ensues. The depres- 
sion of 1921 undoubtedly gave the people 
a taste of blood and immediately they be- 
gan to change their holdings to that form 
of wealth which they could cash in at a 
moment’s notice. 

We come to 1929 when the percentage 
of liquidity was 38 percent. The market 
was shattered by people wishing to con- 
vert their securities into cash. They had 
seen the desirability of having holdings of 
a liquid nature. Therefore they ran to 
their banks, their savings accounts, they 
dumped their stocks and bonds on the mar- 
ket, they rushed to their life insurance 
companies for loans and surrenders. It 
was this stampede for liquidity that closed 
so many banks and brought these institu- 
tions into the zone of great peril. 

There is much in what Dr. Berte brings 
forth. “He contends that if 50 percent of 
the holdings are of a liquid nature almost 
any institution would be ruined beyond re- 
call. 

It is a strange change in the wheel of 





following their trade, the next five years 


he picked his theme accurately. 








PERSONAL SIDE°OF BUSINESS 





In a recent issue in referring to David 
and Harry S. Gantz, field supervisors in 
the Cincinnati office of the Pacific Mu- 
tual Life, they were referred to as neph- 
ews of Joseph M. Gantz, the general 
agent. As a matter of fact, they are 
brothers. The leader in the Gantz 
agency was C. P. Hochstadter, who paid 
for $1,150,000 in 1935. He led the entire 
Pacific Mutual field. 

Joseph Gantz is on a two weeks vaca- 
tion including a visit to his home office 
and his two brothers are running the 
agency in his absence. Mr. Hochstadter, 
the ace man in the Pacific Mutual, has 
returned from a southern cruise, going 
from New Orleans to Guatema City. 
There he met the other Cincinnati mil- 
lionaire producer, Earl Denman. 

Perry F. Hoisington, executive secre- 
tary Cincinnati Life Underwriters As- 
sociation, writes the continuity for a 
quarter hour radio program broadcast 
over station WCKY, Cincinnati, featur- 
ing “John Korn,” a character who gives 
a homely philosophy based on events 
which have happened in the past: “Fac- 
ing Facts” was the program’s title this 
week, followed next Tuesday evening 
at 8:30 by “News as you ain’t never had 
it before.” Although the program has 
been on the air but five times the sta- 
tion has received over 100 letters from 
appreciative radio fans. Mr. Hoising- 
ton has made final revision on his 100,- 
000 word novel, “Children of Destiny,” 
at the suggestion of the Round Table 
press, New York. 


Richard L. Dobie, Norfolk general 
agent for the Atlantic Life, was pre- 
sented a watch by the company on com- 
pletion of 30 years service. He is one 
of the best known and most successful 
agents in the South, specializing in life 
insurance for estate taxes. Gold serv- 
ice emblems bearing four diamonds, each 


“stone representing five years service, 


were presented Winchester Graham, 


general agent, Columbia, S. C., and E. 





1934-1935 was awarded to W. C. Wood. 
ward, general agent, and Miss Georgia 
F. Shine, cashier, Rocky Mount, N. C, 
agency, for renewal ratio of 82 percent. 


Ronald B. Smith, special representa 
tive and agency director Continental 
Assurance, Chicago, is spending two 
weeks in Los Angeles on a visit to 
southern California. 


R. L. Thomas led the sales forces of 
the Fidelity Union Life of Dallas, he 
being connected with the Dallas city 
agency. He became a salesman after 
being in real estate and educational 
lines. He was the leader in written 
business in 1934, and second in paid 
business. Last year he led all in writ- 
ten business, paid business and number 
of applications. He produced 161 ap- 
plications. 


E. R. Eckenrode, Harrisburg, Pa., re- 
cently gave a dinner to a group 0 
friends marking his 20th anniversary a 
general agent for the Penn Mutual Life. 


Mr. and Mrs. Victor M. Stamm, Mil- 
waukee, left for a month’s stay at Castle 
Hot Springs, Ariz. Mr. Stamm is get- 
9 agent for the Northwestern Mutual 

ife. 


William E. Sander, Mutual Life of 
New York at Seattle, was a million dol- 
lar producer in 1935. He entered life in- 
surance with the Mutual Life in 1932, 
resigning as a manager for Sears, Roe 
buck Company. He wrote approximately 
125 applications in 1935. He is special- 
izing as an expert in business insurance 
involving tax problems. He is a gradv- 
ate of the university of Washington. 


Oliver Thurman, who resigned 4 
vice-president and head of the agency 
department of the Mutual Benefit Life, 
has returned to Clearwater, Fla., where 
he has been for a number of months 
and will remain there until April, re 
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OUS states Bem fet of his stomach. The surgeons, how- 
then ij. [ime ever, made a general or exploratory 
abl survey of his abdomen and this caused 
+ a naturally a severe shock. Mr. Thur- 

I greater man had not attempted to do any work 
d before, since then and went to Florida in the 
er Cenitage fue fall, expecting, however, to start after 
‘he com, the first of the year. A medical ex- 
: amination convinced him that he was 
ribet. not strong enough to undertake the 
It agents agency job with its attendant field 
© work. Mr. Thurman remains a director 

rd liqug f= and after his complete recovery un- 


. doubtedly he will return to the home 


at mu office in some capacity. 





"> ¢. Vivian Anderson, Provident Mu- 
* tual Life, Cincinnati, formerly president 
"National Association of Life Under- 
: |) writers, has been elected a director Cin- 
fea } cinnati chamber of commerce. 

eM _ 
f ace Leslie G. McDouall, trust officer of 
the Fidelity Union Trust Co., Newark, 


ie & and well known for his many talks on 
WRITERS trusts, relative to life insurance, has 
'W high B= been promoted to vice-president. 


ONSE to 


tes that Insurance Director Palmer of Illinois 


> is taking a winter holiday on the Pacific 
" Coast of Mexico. He suffered a short 
| illness recently and he went south to re- 











ey | 
——— fF cain his strength. He plans to return 
about Jan. 27. 
' Announcement is made of the engage- 
‘ FT ment of Miss Mary Roseman, daughter 
Wood. & of Mr. and Mrs. W. P. Roseman of 
xeorga | Whitewater, Wis., to Victor Henning- 
N.C, F son, assistant actuary at the home of- 
ercent fice of the Northwestern Mutual Life. 
' The wedding will take place in June. 
esenta- F -~ ; 
inentl @ It is expected that President C. F. 
g two Williams of the Western _& Southern 
isit to P Life will be able to leave Good Samari- 
> tan hospital at Cincinnati in about 10 
days or so, following his very serious 
“ces of | attack of pneumonia. He then will be 
las, he . taken to his home for a further rest and 
s city [B tecuperation. 
| after — | ; 
ation! | Walter Cluff, educational director of 
vritten B the Kansas City Life, for eight years 
1 paid has been editor of the “Weekly Mes- 














writ [F sage.” For five years this publication 
umber J came out on Thursday at 10:30 a. m. 
31 ap» f In the last three years it has come out 
| on Wednesday at the same hour. It 
has never during that whole period been 
a., te — 30 minutes late. Once or twice when 
up of — Wednesday was a holiday it has come 
ary as out on Tuesday. It usually consists of 
| Life, an editorial on the first page, numerous 
short paragraphs, personals, inspira- 
, Mil: }) tional ideas, etc., on the second and 
Castle FF third pages and then on the back page 
; gen- Fa appear the members of the app-a-week 
[utual B= club for the current period. 
fe of We: Laurence M. Miller, well known life 
io insurance general agent, producer and 
Aged consultant of Baltimore, has been 
03, elected president of the Colonial Trust 
Roe. b Company of that city. He resigned as 
ately ; general agent of the Northwestern Mu- 
cial: tual in Baltimore in 1930 and has acted 
ane 1 as a life insurance consultant since 
ad then. He has been a director and 
. of member of the executive and trust com- 
: mittee of the Colonial Trust Company. 
1 as |) He started in the insurance business in 


ay, 1893, as a special agent of the 
orthwestern Mutual in Denver. He 
went to Baltimore in 1897 and joined 
his father, the late Llewellyn Miller, as 
4 partner in the general agéticy in 1902. 


E. P. Oertel was honored by his as- 
Sociates in the home office of the Great 
Northern Life and by five Wisconsin 
general agents of the company at a 
luncheon in Chicago, the occasion being 
) the 25th anniversary of his association 
> with the Great Northern. He is the 





tary | Oldest employe of the company in point 
ARTZ Of service, having started as an office 
Ex- oy when the home office was in Wau- 
7 sau, Wis. He is assistant to Vice- 


President John A. Sullivan and Mr. 
ullivan presided at the luncheon. The 
isconsin general agents were in Chi- 

cago for a conference. 

Mr. Oertel was employed by the 

Great Northern when he answered a 
















New Book Out 




















RALPH G. ENGELSMAN 


One of the earliest books of the year 
relating to life insurance is issued by 
the McGraw Hill Book Company en- 
titled “Getting Ahead in Life Insur- 
ance” by Ralph G. Engelsman, one of 
the well known life men of New York 
City, and manager of one of the Penn 
Mutual Life offices there. This is a 
practical account of the requirements 
and opportunities for selling life insur- 
ance. It has considerable information 
giving the possibilities for building up 
independent incomes in that field. Mr. 
Engelsman tells how much a life man 
can make and what he must do to make 
it. He draws on his own experiences, 
telling about creative selling, service, ob- 

les to Overcome, measuring one’s 
self, a well arranged program, etc. The 
book is sold by THE NATIONAL UNDER- 
WRITER, costing $1.75. 








blind “ad” for an office boy. He was 
made a clerk in the cashier’s office in 
1913 and was advanced to full cashier 
the next year. After serving in the 
war, he went into the field as a pro- 
ducer in Wisconsin and remained at 
that work until 1924. Then he went 
to the head office which by that time 
had been moved to Chicago, as Mr. 
Sullivan’s assistant. He is engaged ex- 
clusively in the life insurance end of 
the business. 


J. F. Maine, agency executive of the 
London Life, London, Ont., is recover- 
ing at his home there from a severe 
illness. Mr. Maine is well known for 
his activities as chairman of the Amer- 
ican Life Convention’s Industrial Sec- 
tion. 

Robert C. Hickman, 33, vice-presi- 
dent since 1932 of the Union Life of 
Little Rock, died. He had been con- 
nected with the company since its or- 
ganization in 1920. 


William B. Ray, general agent at 
Cullman, Ala., for Protective Life of 
Birmingham, died of pneumonia. He 
was a member of Protective Club and 
sixth highest producer in 1935. 


Insurance men were pained to learn 
of the death of Mrs. Charlotte Gordon 
Walters, wife of Attorney Henry C. 
Walters of Detroit, a member of the 
well known legal firm of Walters, Car- 
michael & Head who has a large insur- 
ance practice. Mrs. Walters had been 
ill for two years. She was the daughter 
of the late Maj. George C. Gordon of 
the 24th Michigan Infantry, an officer in 
the Civil War, who was cited for meri- 
torious service in the battle of Gettys- 
burg. She was a great granddaughter 
of Chancellor Robert Livingstone, a 
member of the committee of the Conti- 


nental Congress which framed the Dec- 
laration of Independence. 

It will be remembered that Chancellor 
Livingstone administered the oath of 
George Washington when he was i- 
augurated as president. 


John Sharp Williams, III, is assum- 
ing the office of insurance superintend- 
ent in Mississippi this week, J. H. John- 
son, the present superintendent, retiring 
in order to give all his time to his big 
local agency at Clarksdale. Mr. Wil- 
liams hails from Yazoo City and has 
been manager of the Mississippi Asso- 
ciation of Insurance Agents. 

Mr. Williams kept virtually all the 
present insurance department staff in- 
tact. Mrs. R. R. Dinsmore, who has 
been secretary in the department for a 
number of years, remains as secretary 
to the commissioner. Vance Clemmer, 
bookkeeper, Mrs. T. M. Henry, license 
clerk, and Mrs. George D. Riley, wife 
- the late commissioner clerk, remain 
also. - 

Mr. Williams, III, is a member of 
one of Mississippi’s most distinguished 
families, and is one of the state’s most 
prominent insurance men. His uncle, 
John Sharp Williams, I, was Missis- 
sippi’s most revered senator. Mr. Wil- 
liams entered the insurance business in 





Yazoo City following his decision not 
to be an electrical engineer. He at- 


tended the public schools in Yazoo City, 
Bingham Preparatory School in Ashe- 
ville, N. C., the University of the South 
at Sewanee and Massachusetts Institute 
of Technology. He was in the general 
insurance business in Yazoo City for 
24 years, is a former president of the 
insurance commission, of the Missis- 
sippi Association of Insurance Agents, 
and was the only national councillor 
ever in the state. 





Walter H. Jurgensen, executive head 
of the Western Union Life of Nebraska, 
has filed for renomination as democratic 
candidate for lieutenant governor. 
Under the unicameral legislative sys- 
tem, which becomes effective in Ne- 
braska in January, 1937, the lieutenant 
governor will be presiding officer, with 
the salary increased. 


Honor Prudential Superintendent 


WHEELING, W. VA., Jan. 23.—G. 
F. Ashenhart, for 30 years associated 
with the Prudential, was honored at a 
dinner party. W. R. Perry, division man- 
ager, represented the home office. Mr. 
Ashenhart started as an agent in 
Moundsville and in Wheeling. In 1933 
he was promoted to superintendent at 


i Wheeling. 








rulings. 


to create. 


eLow Net Cost? 








Are You Interested In: 


e Liberal Policy Forms? 


Guarantee Mutual policies are unrestricted, 
except to conform to Insurance laws and 


e Low Participating Rates? 


Less than a half dozen American companies 
are as low. Check your compendiums. 


eA True Dividend Schedule? 


As nearly true and equitable as is possible 
Has not been reduced since 
adoption four years ago. 


Few American companies can equal the low 
net cost of Guarantee Mutual policies. 


If we have ALL of the above features to offer, 
PLUS a place to use YOU— if you are above 
average and there is a reason for you to be 
interested in a liberal General Agents contract 
—tell us your complete story. 


A. B. OLSON, Manager of Agencies 


GUARANTEE MUTUAL 
LIFE COMPANY 


LICENSED IN TWENTY-FIVE STATES AND THE DISTRICT OF COLUMBIA 


Direct your letter to 


OMAHA, NEB. 
Organized 1901 
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LIFE AGENCY CHANGES 





Taking Columbian National 


W. A. Bottomley Has Been Appointed 
General Agent of the Company 
at Hartford 








W. A. Bottomley has been appointed 
general agent of the Columbian Na- 
tional Life at Hartford, he taking quar- 
ters at 49 Pearl street. He has spent 
practically his entire life in New Eng- 
land and most in Connecticut. He is a 
Trinity College man and started his 
business career in the woolen industry. 
Then he was selling automobiles at 
Norwich, Conn., but in 1926 he joined 
the Travelers as field assistant. He 
went to Springfield, Mass., as assistant 
manager of the life department and 
then was made manager at Waterbury, 
Conn. 


Made Springfield Agent 
The Ohio National Life has ap- 
pointed J. A. Heintz general agent in 
Springfield with offices in the Illinois 
National Bank building. 





Makes Some Changes in Field 


Continental Assurance Appoints Sev- 
eral General Agencies in Im- 
portant Centers 








A number of general agents have been 
appointed by the Continental Assurance. 

. L. McClure becomes general agent 
in Oak Park, Ill, with offices in the 
Forsyth Building. He is a graduate of 
Parsons College, with post-graduate 
work in Chicago, who sold automobiles 
until entering insurance in 1930 in home 
office work. Then he was an agency 
supervisor, and for the last three years 
general agent of an Iowa company. 


Milwaukee Agency Continues 


M. C. Chier becomes general agent in 
Milwaukee, with offices in the First 
Wisconsin National Bank Building. He 
was a banker after leaving Valparaiso 
University in 1921 and has been with 
one life company since entering the busi- 
ness in 1924, with a successful record, 
ranking fourth in paid-for production 
last year in a large Hartford company. 





Salutes 


FAMOUS MEN 


“Buffalo Bill” Cody, scout, In- 
dian fighter and plainsman, 
whose life and deeds form 

an epic of pioneer days. 




















Buffalo Bill 


became famous for deeds of cour- 
ageous action. By the same aggres- 
sive traits, Central Life representatives 
today have become appropriately known as 


“Men of Action’’” 


Quoting A. C. Larson of Madison, Wis., man- 
ager, Southern Wisconsin Agency: 
“Central Life’s new Plan Book for 1936 is 
simple and to the point, and I am sure 
all representatives will follow through 


to new 


roduction records this year. 


Home Office help like this is one 
reason why ‘Men of Action’ are 
attaining their objectives.” 


CENTRAL LIFE 


ASSURANCE SOCIETY 
i 


Des Moines, Iowa 











He has represented the Continental Cas- 
ualty’s casualty and accident and health 
departments for three years. 

The Security General Agency, Mil- 
waukee, continues to represent the Con- 
tinental Assurance there on an aug- 
mented basis. M. J. Dalton of the 
“Green Bay Packers” professional foot- 
ball team recently joined Clarence 
Thiele’s life department. 

H. W. Fletcher has opened offices in 
Danville, Ill, as general agent. He was 
a farmer for eight years and in insur- 
ance for ten years, with the Peoria Life. 
For the last two years he has been do- 
ing conservation work. 

G. H. Kurtz has established a general 
agency in the well known Kurtz Agency 
in Waterbury, Conn. The partners are 
George H. and William H. Kurtz. 
George has specialized in life insurance 
for ten years, particularly business in- 
surance and employer-employe coverage. 
He studied business law and accounting 
in the Pace & Pace Institute, New York 
City. William, navy pilot in war days, 
is also a large life writer, although spe- 
cializing more in casualty and fire in- 
surance. 

Keeley & Johnson has become general 
agent in East St. Louis. C. D. Johnson 
is state representative and J. J. Keeley, 
Jr., county assessor. 

A. J. Anderson has been appointed 
general agent in Herman, Neb. 


New Detroit Agency Formed 
by Douglass and Ostergren 





Lloyd E. Douglass former manager 
for the Life of Virginia in Detroit and 
more recently associated with the Hugh 
E. VandeWalker state agency of the 
Ohio State Life, has been appointed 
general agent for the Minnesota Mutual 
Life in Detroit and has joined forces 
with G. D. Ostergren, who was ap- 
pointed general agent for this company 
last July, to establish an agency at 508 
United Artists building under the name 
Consolidated Service, Inc. Mr. Douglass 
and Mr. Ostergren had been associated 
in the C. A. Macauley state agency of 
the John Hancock Mutual several years 
ago. Mr. Douglass was in the field for 
Equitable of Iowa, Register Life and 
Metropolitan before becoming manager 
for the Life of Virginia. He resigned 
in 1932 to become ‘supervisor of the 
Macauley agency, joining the Vande- 
Walker agency in 1935. He served as 
secretary-treasurer of the Associated 
Life General Agents & Managers in 
1932. 





H. P. Olson Appointed 


O. I. Hertsgaard, Minneapolis gen- 
eral agent of the Mutual Trust Life, 
announces the appointment of H. P. 
Olson as district manager in charge of 
agency training and supervising. Mr. 
Olson is a successful producer with five 
years experience specializing in estate 
analysis and programming. 


Withdraws from St. Paul 


E. W. Cameron, state agent Equi- 
table Life of Iowa for Minnesota, has 
asked to be relieved of the St. Paul 
territory in order to concentrate on 
Minneapolis and the balance of the 
state. Mr. Cameron has been engaged 
in life insurance since 1912. He is a 
former state senator and a past inter- 
national president of the Lion’s Club, 
and is widely known throughout the 
state. He has made a splendid record 
as state agent, having qualified for the 
company’s organization club each year 
since 1927. 


Opens Seattle Office 
Seattle offices have been opened by the 
Beneficial Life of Salt Lake City, with 
Thomas H. Robinson in charge. The 
office will handle Washington and Ore- 
gon business. 


Vetter on Whole Time Basis 


R. M. Vetter who has been general 
agent of the Continental Assurance in. 
Wisconsin, although devoting much 

























Manages Omaha Branch 
for General American|| 7 















































FRANK A. McDEVITT 


Frank A. McDevitt has been 
pointed branch manager in charge of 
the Omaha office, 545 Omaha Nation F 
Bank building, of the General Ame. § 
ican Life. McDevitt has been in th > 
life insurance business for 16 yeanf 
During that time he has built an e. 
ceptional record both as a personal pro. 
ducer and branch office manager. 














time to a casualty insurance company of 
Wisconsin as secretary, has resigned the 
latter post to devote his full-time to his 
general agency duties for the Conti: 
nental Assurance there. Mr. Vetter’ 
agency is in Madison, representing the 
company in territory outside of Mil 
waukee. He has had 20 years life in- 
surance experience in Wisconsin. 








Cleveland Agency Appointments 


Earle W. Brailey, general agent New 
England Mutual in Cleveland, ha 
moved his offices to 910 Hanna build: F 
ing. David A. Ratterty has been a¢- 
vanced to assistant to the general agent 
and William M. Liscom to director of 
sales. The Cleveland agency has insur- 
ance in force of over 37 millions. 





Made Mississippi Manager 

Evan L. Ragland has been appointed 
Mississippi manager for the American 
National Life of Galveston. He is the 
son of the late E. L. Ragland, for many 
years one of the outstanding insurance 
men of Mississippi. Mr. Ragland has 
offices at 421-2-3 Lampton building, 
Jackson. The industrial department has 
been for many years under the mat 
agement of W. S. Gray with offices in 
the Tower building, Jackson. 


Tap ablass 





Forms Southwestern Division 


- The Occidental Life of Califor f 
Los Angeles, has created a new south 
western division comprising Arizona, 
New Mexico, Oklahoma and Texas. It 
is understood supervision will be d 
rected from the home office. 


Sins anise 

















Monarch Life Appointment 


_Tan B. Croll, an active producer for 
six years, has been appointed genera 
agent for the Monarch Life at Winnipeg 
Man. 













Designation Is Changed 


The Bankers Life of Iowa has 
changed the temporary designation 
“supervisor in charge” of a number 0 
its field men to “agency managet. 
Those with the new title are H. 
Timbers, Topeka; S. G. Breckinridge, 
Harrisburg, Pa.; J. W. Beachy, Fort 
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Worth, and R. J. Johnson, Richmond, 
Va. 


Bankers Life, Neb., Appointments 


L. H. Ruffian has become general 
agent of the Bankers Life of Nebraska 
in west central Missouri with head- 
quarters at Sedalia. R. F. Bennett of 
St. Joseph, Mo., has been appointed 
general agent in that territory. 




















Manager at Augusta 


J. S. Floyd has been appointed dis- 
trict manager at Augusta, Ga., for the 
Jefferson Standard Life with offices in 
the Herald building. Mr. Floyd was 
formerly located in Savannah. 












Life Agency Notes 














Albert C. Wildermuth has been placed 
in charge of the life department of the 
Pierce & Sons agency at Kalamazoo, 
Mich, representing the Massachusetts 
Mutual Life. 

District offices of the Monarch Life 
have been moved from Lincoln, Neb., 
to 401-2 Farnam building, Omaha. R. 
Cc. Swanson, Lincoln general agent, will 
be in charge. Dave E. Block, who has 
represented the company in Omaha for 
the past 15 years, moves into the new 
office. 

Albert W. Menke of Denver has joined 
the John A. Culbreath agency of the 
Manhattan Life _in that city. He is a 
graduate of the University of Wisconsin. 





















Nation f Shortly after his graduation in 1925 he 

- joined the Retail Credit Company, and 

1 in the Ws connected with that firm continu- 

: J ously until he resigned to join the Cul- 
breath agency. 














an ex 

nal pr} Heads San Antonio Managers 
ee O. D. Douglas of Lincoln National 
pany : Named President; Problem of 
iy : : : { Agent Financing Discussed 

Conti: 

Vettes B= The following officers have been 
ing the F elected by the San Antonio Life Man- 
of Mil F = agers Club: President, O. D. Douglas, 


life ins F Lincoln National; vice-president, Paul 
. _ C. Creamer, Southwestern Life; secre- 
tary-treasurer, H. M. MacGregor, 
Southland Life; directors: O. P. Schna- 
bel, Lucien Jones, D. J. Farrell, Mat- 
thew Brown, and Hollis L. Bridgman. 

Matthew Brown, general agent Gen- 
eral American Life, led a round table 
discussion of the problem of agent 
financing at the meeting. Colleges de- 
siting athletes for football teams go out 
and actively seek the best prospects and 
offer them inducements to attend the 
soliciting institutions, he said. He then 
drew a parallel between the athlete and 
the man whom the manager believes 
possesses the qualifications for success 
in life underwriting. 








; Necessity of Financing 
_ _ The consensus was that to build a 
‘ilding, Successful agency some form of financ- 
nt has | 8 should be provided. The question 
man of the amount and the conditions on 
ces it | Which it was to be advanced differed 
5 widely, ranging from $15 a week to the 
_ &éxtension of a line of credit without 
4 any specific limit for a month. All 
ion ; agreed that the basis for safety in mak- 
cornia, am he advancements was the absolute 
south: fae } grad and sense of responsibility of 
‘zona, Pt a8ent financed. 
‘ It ee The view was expressed that the 
ve di- be manager who was unwilling to risk his 
| own money had no right to go to a man 
', 1 another line of endeavor and ask 
| him to gamble his time and savings on 
it = life underwriting and emphasis was 
for 1 Placed on the value of careful selection 
ie 


with regard to qualifications and per- 
neral F sonal habits. ' ° 


nipegs F a ee 
" Dominion Fire Elects MacDonald 
bs TORONTO, Jan. 23.—C. S$. MacDon- 
é ald, president of the Confederation Life 
has fF © Loronto, has been elected president 





ation of the Dominion Fire of Toronto, suc- 












er of ceeding the late Col. R. F. Massie. 
ger. 

I F. A. D. Lynn, general agent Massachu- 
-idge, Setts Mutual Life at Wichita, Kan., was 





elected a director of i p 
ber of Commerce. aia al te 


















EW YOR 
NEWS 


NEW YORK BILLS INTRODUCED 


The perennial bill of J. J. Schwartz- 
wald of Brooklyn has again been intro- 
duced in the New York legislature. It 
provides that endowment policies must 
have a provision that if the assured dies 
before the policy matures the company 
will pay the amount of insurance the 
premium would have purchased at pub- 
lished ordinary life rates. 

Another bill provides that life policy 
loans shall not bear interest at a rate 
exceeding 4%4 percent. Another bill re- 
duces the age requirement for old age 
relief from 70 to 65. 

ae 
SIMON ON SPEAKING TRIP 


Leon Gilbert Simon, New York City, 
agent of the Equitable Life of New York 
and a nationally known authority on busi- 
ness insurance, is making two extensive 
speaking trips this winter. His first trip 
will include New Orleans, where he will 
address the New Orleans Association of 
Commerce on “Business Economics,” 
Jan. 30 and the New Orleans Life Un- 
derwriters Association’s sales congress 
the following day. He will speak at 
Houston Feb. 3, San Antonio Feb. 4, 
Dallas Feb. 5, and Indianapolis Feb. 7. 

Mr. Simon’s second speaking tour will 
begin Feb. 28 with an address at the 
Denver sales congress, which will be fol- 
lowed by talks in Salt Lake City, Port- 
land, Seattle, San Francisco and Los 
Angeles. He plans to return to New 
York via the Panama Canal, saiting from 
San Francisco Mar. 14 and reaching 
New York early in April. 

* *K x 
EQUITABLE LIFE LEADERS 


The Equitable Life of New York re- 
ports a gain of 17 percent in premiums 
and 12 percent in total number of lives 
last year for salary savings. There were 
159 new franchises with $22,269,000 in- 
surance. Five Equitable agents received 
over $500 a month and 69’ earned more 
than $100 a month from their salary sav- 
ings business. The leaders in cases paid 
for 269 and 243 policies respectively and 
the seven ranking producers had over 
100 cases each to their credit. The five 
leading agencies were R. M. Ryan, De- 
troit; W. V. Woody, Chicago; M. A. 
Nelson, St. Louis; M. C. Nelson, Des 
Moines, and Edward A. Woods Com- 
pany of Pittsburgh. The five leading 
agents were H. M. Carlsen, Des Moines; 
Mrs. M. T. Swann, New York City; E. 
A. Schaub, Detroit; L. H. Bunting, New 
York City, and J. H. Houston, Portland, 
Ore. The Equitable has over $150,000,- 
000 salary savings insurance in force and 
a total premium income of over 
$4,000,000. _ 

There were 20 Equitable men, 19 
agents and one manager who qualified 
as group millionaires last year. John M. 
Pfeil of the Woods agency at Pittsburgh 
won first place.’ Mr. Pfeil has been 12 
years a group millionaire. The second 
high man was E. H. Pickard of the 
Croxson agency at Omaha. A. G. Crook 
of the Minneapolis. agency was third, J. 
B. Glasser of the Lustgarten agency of 
Chicago, fourth, and Mrs. Anna H. Levy 
of the Herzberg agency of New York 
City was fifth. 





* * 
ROSAN MADE PRESIDENT 


S. D. Rosan, Knight agency, Union 
Central Life, has been reelected presi- 
dent of the Independent Brokers’ Asso- 
ciation in New York City. 


Carl Damon, for eight years with the 
Kansas City office of the Business Men’s 
Assurance, has been promoted to district 
supervisor at Topeka. 


Gordon H. Campbell, Aetna Life gen- 
eral agent of Little Rock, who is a di- 
rector of the chamber of commerce in 
his city, has been named chairman of 
@ committee on arrangements for the 
centennial football game between Arkan- 
sas and Texas universities there Dec. 5. 





Again - - - 


the stamp of official approval is placed upon the 


PROVIDENT 


CHATTANOOGA, TENNESSEE 


@ “The Company was found to 


be in excellent condition. 


Such, the concluding paragraph of 
the official report recently made 
by the convention examiners. 


Robt. J. Maclellan, President 


PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga Tennessee 
“Protecting provident people since 1887” 
LIFE .. ACCIDENT .:. HEALTH .:. GROUP 




















Country Life Gains 21.2% 


The year 1935 saw Country Life Insurance Com- 
pany again making outstanding gains. 


Mortality was below 26% of the expected. 


Its new. paid business totaled $19,877,113, and its 
total in force was in excess of $80,000,000. 


The agents' cooperation which made these records 
possible, within the boundary line of the State of Illinois, 
testifies to the confidence and loyalty, as well as effi- 
ciency, of a great sales force. We are proud of our 
sales force. We are not seeking new agents, but we 
want the ones we have to know we are proud of them. 


For further information about Country Life Insur- 
ance Company address 


L. A. Williams, General Manager 


COUNTRY LIFE 


INSURANCE COMPANY 
608 South Dearborn Street 
Chicago, Illinois 
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The Columbus Mutual 
OFFERS 


First—LOW COST INSURANCE TO SELL. 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 
(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, 
or by favoritism, but by results— 


The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 








Achievement— 
An Increase of $34,410,379.00 insurance in force during 1934. 


More than $14,000,000.00 Increase in Assets and $5,500,000.00 
a in Surplus from December 31, 1929, to December 31, 
1934. 


Grown to a half billion dollar Company in 30 years. 


Excellence— 


The prestige that arises from financial stability and years of 
fair dealing is enjoyed by each Anico representative. Practical 
and attractive selling features open new avenues of business and 
complete the equipment of the man in the field. 


Power— 
$124.58 in Assets for each $100.00 of liabilities. 


$52,721 ,865.75 in Assets and $10,401,100.02 in Surplus on De- 
cember 31, 1934. 


Plans— 


Agency Conventions announced for 1936. 
Extension of agency development in both old and new territories. 


ORDINARY AND INDUSTRIAL 


AMERICAN NATIONAL 


INSURANCE COMPANY 


GALVESTON, TEXAS 


W. L. Moody, Jr., President F. B. Markle, Vice-President 
Shearn Moody, Vice-President W. J. Shaw, Secretary 
E. L. Roberts, Vice-President (In Charge Ordinary Agencies) 
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NEWS OF THE COMPANIES 





Company to Be Reorganized 


American Savings of Indianapolis to 
Recast Industrial Setup; American 
Central Reinsures Ordinary 


The American Savings of Indianapolis, 
doing both an ordinary and industrial 
business, probably will be reorganized. 
The American Central, also of Indianap- 
olis, has reinsured all the ordinary busi- 
ness. The entire field force in Indiana, 
the only state in which the company did 
business, has been withdrawn, but it is 
not thought any of the industrial policy- 
holders will lose out. 


To Reorganize Industrial 


A movement is on foot to reorganize 
the industrial end of the business and 
additional capital will be brought in. 
Many of the home office force were 
transferred to the offices of the Ameri- 
can Central and the remainder were sus- 
pended until it becomes known what will 
be done. From all reports the company 
was one of the fastest growing com- 
panies in the state until the depression 
hit. At the time operations were sus- 
pended the industrial debit ran around 
$2,000 a week. 

Samuel Ashby, attorney of Indianap- 
olis and former corporation counsel of 
the city, is president. 


Receivership Fees Up in 


the Federal Union Life Case 


_ Judge Nevin, U. S. district court, Cin- 
cinnati, ruled that he had authority to 
allow fees occasioned by the receiver- 
ship proceedings of the Federal Union 
Life. The federal receivership was or- 
dered vacated by the court of appeals, 
on petition of the Ohio department. L. 
J. Huwe and W. J. Leonard, coreceivers 
appointed by Judge Nevin, were allowed 
$2,350 each; Pogue, Hoftheimer & 
Pogue, attorneys for the receiver $3,000, 
ee appraisers were awarded $100 
each. 

None of the fees will be paid until the 
time for taking an appeal to the U. S. 
circuit court of appeals has expired. The 
receivers were ordered to hold a $10,000 
fund in their possession intact until this 
time has elapsed. 

M. J. Keefe is now in charge of the 
rehabilitation of the company, represent- 
ing the insurance department, assisted 
by C. F. Stein. An audit is being made 
by department examiners. 


Mrs. Jordan New President 
of the Two Postal Companies 


NEW YORK, Jan. 23.—Mrs. Alice B. 
Jordan, widow of Arthur Jordan, former 
president of the Postal Life and Postal 
National Life, has been elected presi- 
dent of those companies( succeeding C. 
H. Jackson. She is a woman of consid- 
erable business experience, particularly 
in the real estate and hospital manage- 
ment fields. 

She has been actively connected with 
the Postal companies for the last 18 
months in the property management de- 
partment. Mrs. Jordand is one of the 
very few women ever to serve as presi- 
dent of a legal reserve life company. 

Mrs. Pose Barry Dietz, who died 
something over a year ago, was presi- 
dent of the Globe Life of Chicago, a le- 
gal reserve institution. 

Mrs. Jordan was also elected a direc- 
tor of both companies, as were J. F. 
Sharp, and Ray Vance. M. S. Squire 
and George Kolodny were elected direc- 
tors of the Postal Life. M. J. Denda 
and Edmund Van Voorhis were elected 
to the Postal National board. The fol- 
lowing were reelected as officers of both 


a 


George Kolodny, secretary and actuary: fe 


J. B. Wyckoff, treasurer. 


Ontario Company Changes 
Stockholders of the Ontario Equitabk 


proposal is to reduce the par value of 
the capital stock from $100 to $25. In 


in and the other $5 be transferred to 


in the old. The company also desires to 
seek a Dominion instead of a: provincial 
charter and to write participating as well 
as nonpar business. 


Minnesota Dispute Settled 


year old dispute involving an alleged 
impairment in the expense account of 
the Southern Minnesota Benevolent So- 
ciety, now controlled by the Modem 


pany have held several conferences with 
Commissioner Frank Yetka and _ have 
agreed to meet certain conditions in or- 
der to recover funds advanced by the 
officers at the time the impairment de- 
veloped. 


Pioneer Reserve Reorganized 


The Pioneer Reserve Life of- Okla 
homa City has been reorganized with 
$50,000 capital stock. A new charter 
was granted and the company re 
financed, 77 percent of stockholders vot- 
ing to reduce stock from $10 to $1 par 
value, each to receive five shares of $1 
stock for each share of $10 value, A 
new official staff was elected including 
M. Tebrinke, president; R. P. Hill, vice- 
president; D. M. Scism, secretary; M. 
M. Orwig, assistant secretary; Cliff 
Myers, treasurer; Dr. D. G. Smith; 
medical director, and M. M. Thomas, 
general counsel and director, all of 
Oklahoma City. 


Lincoln National Dividend 


The Lincoln National Life has de- 
clared four quarterly dividends of 30 
cents each per $10 share. At the annual 
stockholders meeting Jan. 29, the num- 
ber of directors will be reduced from 2% 
to 16. 


Equitable’s New Business 


Last year the new paid for business 
of the Equitable Life of New York 
was $541,037,526 ordinarv and group, I- 
crease $81,883,524. The total insurance 
in force is $6,226,286,585. The new of 
dinary business showed an increase 
$17,054,699. . 


South Atlantic Life Chartered 


The South Atlantic Life of Charles- 
ton, S. C., has been chartered to S¢ 
industrial life, health and accident with 
capital of $10,000. J. W. Orvin is presi 
dent, W. H. Orvin, secretary. 


Great American’s Surplus 


The Great American Life of San An- 
tonio, Tex., rounded out the year with 
a capital and surplus account of $900, 
000, the specific figure being $900,628. 


Life Company Notes 


J. H. Lithgow, general manager of = 
Manufacturers’ Life of Toronto, ha 
been appointed a director. 

Vernon L. Thompson, sales director, 
and Clyde W. James, secretary and rr 
tuary, have been elected directors of t 
Midwest Life. 

A. R. Hunter and R. S. Phillips of | 
Hunter-Phillips agency at Spokane os 
the Occidental Life of Los Angeles, Vi 
ited the home office, conferring with 0 





companies: M. J. Denda, vice-president; 


cials on plans for increasing production. 





Life & Accident of Waterloo, Ont., wil : 


the past there has been $10 paid in pe Fy 
share. The proposal is that $5 be paid F 


surplus. One share of stock in the new : 
company will be issued for each share | 


Life of St. Paul. Officials of the com- & 
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AMONG COMPANY MEN 








New Sun Life Agency Setup 





Reorganize Department for Greater Co- 
operation Between Divisions and More 
Effectively Carrying Out Policies 





MONTREAL, Jan. 23—The Sun 
Life of Canada has reorganized the 
agency department at head office, de- 
signed to bring a greater degree of co- 
operation between the various territor- 
jal divisions and to carry out more ef- 
fectively the general agency policy of 
the company. An agency advisory and 
a general agency committee have been 
established, with W. S. Penny, super- 
intendent of agencies, Canadian depart- 
ment, as chairman of the first and J. 
S. Ireland, superintendent of agencies, 
vice-chairman. C. B. Buckley, general 
secretary of agencies, will act as secre- 
tary of both committees. James W. 
Simpson will be superintendent at large 
in charge of a new department repre- 
senting contacts with other companies 
and associations. 








Mangus Is General Counsel 
for State Life of Indiana 





Milton W. Mangus has been made 
general counsel of the State Life of In- 
diana, succeeding Charles F. Coffin, Sr., 
who died recently. Joseph A. McGowan 
was advanced from assistant counsel of 
the claim department to succeed Mr. 
Mangus as counsel of that department. 

Mr. Coffin was general counsel since 
the founding of the company in 1894 and 
Mr. Mangus is the second general coun- 
sel in its history. He is a graduate of 
Wabash College, attended Indiana Uni- 
versity and is a graduate of the Har- 
vard law school. He was assistant U. S. 





district attorney for Indiana four years. 
Mr. McGowan is a graduate of George- 
town University and of the Harvard law 
school. 


Shipley and Rathbone Tour 


George V. Shipley, home office rep- 
resentative Occidental Life of Los An- 
geles, and C. S. Rathbone, agency sec- 
retary, attended a two-day agency con- 
vention of the Cravens, Dargan & Co. 
agency in Houston, Tex. They attended 
a meeting of the Marmaduke Corbyn 
agency, at which over $241,000 written 
new insurance was. submitted, Mr. 
Rathbone returned to the home office, 
while Mr. Shipley returned to Houston 
to spend the remainder of the month in 
assisting the agency in.establishing its 
life department, which is being man- 
aged by P. K. Johnson, assistant man- 
ager of Cravens, Dargan & Co. 


Joins Northern Life 


SEATTLE, Jan. 23.—William BB. 
Laney, has been made agency organizer 
for the Northern Life. Mr. Laney will 
develop plans for the homecoming con- 
vention of the Tower Club in Seattle 
next July. 

He is a former president of the Seattle 
association and an original member of 
the Seattle chapter of Chartered Life 
Underwriters. He has been in the busi- 
ness for 10 years, recently specializing 
in estate conservation, estate taxation 
and inheritance. 


Acree Second Vice-president , 


J. T. Acree, Jr., was elected second 
vice-president of the Lincoln Life & Ac- 
cident, Oklahoma City. A year ago he 
was elevated to manager ordinary life 
division, which he will maintain in con- 
nection with his new office. He has been 
with the company over 12 years, start- 
ing in the bookkeeping department. 








- PACIFIC COAST AND MOUNTAIN 





Hold Managers Conference 





Equitable of New York Men Meet 
With Vice-President Klingman 
in San Francisco 





Completing a three-day conference 
with company managers of the Equi- 
table Life of New York in principal ci- 
ties of the 11 Pacific Coast states, held 
in San Francisco, W. . Klingman, 
vice-president, left for New York. 
Among those present at the conference 
at which Mr. Klingman outlined the 
company’s program for 1836, reviewing 
conditions and outlining of “What’s 
Ahead,” were: R. Berlin, Spokane; A. 
Dewar and Kellogg Van Winkle, Los 
Angeles; A. W. Carne and J. A. Sulli- 
van, San Francisco; E. L. Grose, Phoe- 
mix; P. H. Groves, Portland; C. J. Sau- 
ter, Seattle; J. H. Harrop, Salt Lake 
City; Peter Murman, Oakland; H. Allan 

ye, Denver. 

_W. H, Glines, superintendent of agen- 
‘ciés, actively participated. The meeting 
was an open forum. Mr. Klingman urged 
Managers to put forth earnest effort to 
make every agent successful, following 
the slogan: “A Good Living for Every 
Agent in 1936,” and to eliminate unfit 
agents and those not sincerely interested 
in the business as a life work. 

. A. Sullivan, San Francisco manager, 
President Equitable Western Managers’ 
Association, presided. Alex Dewar, Los 
F ngeles manager, was elected president 

or the ensuing year. 


Honor Veteran Woman Agent 


PP ip Cora B. Fithian, of the home 
ate 2eency Pacific Mutual, at Los An- 
Seles, was guest of honor at a !unch- 





eon-meeting of the womet’s departmerit 
of the agency. Manager J. H. Russell 
presiding. She joined the agency in 
1911, and has been superintendent of the 
women’s department over 20 years, 
building a nationally known organiza- 
tion. She retired Jan. 2 to become ad- 
viser of the department. Home office 
officials present included Junior Vice- 
presidents Jens Smith and F. R. Wood- 
bury, >. MacEwen, vice-president 
and superintendent of agencies; J. N. 
Russell, agency adviser, and G. L. Da- 
vis, assistant manager home office 
agency. 





Utah Department Proceeds 
Against Unlicensed Concerns 





The Utah insurance commissioner is 
making good his threats against illegal 
operations of mutual or benevolent life 
insurance solicitors representing con- 
cerns not registered in the state, a vig- 
orous program of prosecutions being 
under way. Several convictions were se- 
cured and courts are showing disposi- 
tion to inflict rather stiff fines and jail 
sentences. Other cases are pending. 
Assistant Commissioner Ottosen, an at- 
torney and former G-man, stated most 
of the trouble is with concerns with 
Idaho headquarters, practically all of 
whom, he said, were warned by the_de- 
partment time after time. 

In addition to trouble with unregis- 
tered out-of-state mutuals or benevol- 
ents, the Wasatch Benevolent Society 
is challenging the department’s author- 
ity to supervise its operations, and re- 
fuses to comply with any regulations. 
The department is taking proceedings 
against this concern, it was stated. 














Reputation 





Means a lot to us. We are proud to be known 
throughout the West as the “fair practice” company. 
It is our constant endeavor to strengthen this reputa- 
tion by - - 





—Declining to talk with any life insurance 


agent about a connection except after 
reference to his company’s Home Office 
or Manager. 


—Never accepting applications which in- 


volve twisting. 


—Refusing to lower our standards to get 


business when in competition. 


—Aiding the Institution of Life Insurance by 


swelling our ranks with NEW and GOOD 
men from outside the business rather 
than direct our Recruiting effort toward 
the Agents and Managers of other life 
insurance companies. 
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@ Serving in the life insurance field, through 
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INSURANCE 


PLUS 


illinois Bankers Life policies 
offer all the advantages of 
standard legal reserve insur- 
ance PLUS special features 
which greatly increase their 
sales attractiveness. 


SAVINGS ACCUMULATIONS 


may be combined with any 
regular policy, increasing 
their investment advantages, 
but allowing withdrawals 
without surrender or impair- 
ment of insurance. The ideal 
plan for limited payment or 
endowment. 


DOUBLE PROTECTION 


in the Bankers Special Policy 
for six years and refund of 
all premiums paid for 20 
years in a permanent life 


policy. 


ADJUSTABLE WHOLE LIFE 


policy pays face of policy 
PLUS all cash values during 
life expectancy with auto- 
matic extension for whole 
life — rate only $14.45 per 
$1,000 at age 35. 


JUVENILE POLICIES 


with or without payor bene- 
fits, on whole life or savings 
accumulation plans, from 
birth to age 14, are ideal for 
every need. 


ACCIDENT AND HEALTH 


insurance covers a wide 
range on plans suitable for 
men and women in all walks 
of life, at attractive rates. 


SALES OPPORTUNITIES OPEN 


in mid-western _ territory. 
You can make money under 
our liberal agency contracts. 


Join this growing company — 
Assets over $31,000,000.00 


ILLINOIS 
BANKERS 


LIFE ASSURANCE CO. 


KARL B. KORRADY, Vice-President, 
Director of Agencies 


“MONMOUTH, ILLINOIS 








NEWS OF LIFE 


ASSOCIATIONS 








Mackenzie of Manufacturers Life 
Stresses Need of Conducting Busi- 
ness on High Plane 





DETROIT, Jan. 23—In the final 
analysis, life companies are not known 
to the public for their assets and lia- 
bilities but for the human element as- 
sociated with them, Alexander Macken- 
zie, assistant general manager and man- 
ager of agencies Manufacturers Life of 
Toronto, told the Qualified Life Under- 
writers of Detroit, talking on “Your Out- 
look for 1396.” 

To the average policyholder or pros- 
pect, the agent who calls on him is the 
company, so it behooves every agent to 
see that he conducts his business on a 
high plane corresponding to that upon 
which the companies are built. The 
experience of the past four or five years 
shows conclusively that life insurance 
and its contracts today occupy a much 
more important place in the business 
affairs and in the minds of individuals 
than ever before, Mr. Mackenzie de- 
clared. 

Need Greater Watchfulness 


This eminence brings with it the ne- 
cessity for greater watchfulness on the 
part of the individual both in the field 
and in the home office. There is a grow- 
ing tendency on the part of the average 
man not to accept persons of promi- 
nence in the community because of their 
wealth but to reappraise them on a basis 
of their present performance. Agents 
should bear this in mind in their con- 
tact with prospects and policyholders, 
he said. 

The most important asset the life 
companies have is their substantial mod- 
erate-sized writers rather than the mil- 
lionaire producers, he asserted. The 
most useful man to the company is he 
who contacts a large number of persons 
and makes a good impression on them. 
Having a large proportion of its busi- 
ness in moderate sized and small poli- 
cies rather than in jumbo risks makes 
for security for the company. Moder- 
ate-sized writers, as a rule, are securing 
contacts among the up-and-coming busi- 
ness men who will later be the large 
owners of policies. 


* * x* 
Chicago Women and General 
Agents Divisions to Meet 





Plans for the meetings in February of 
the women’s division and the general 
agents and managers division of the Chi- 
cago association are announced _ this 
week. L. D. Fowler, general agent Con- 
necticut Mutual Life, Cincinnati, will 
speak at the general agents and manag- 
ers meeting Feb. 6 at lunch in the Sher- 
man Hotel. His subject will be “1936 
Will Reward Thinkers.” Frederick 
Bruchholz, agency director New York 
Life, chairman, will preside. Mr. Fowler 
has an effective method of training and 
supervising agents. 

Edna Kaufman, chairman of the wom- 
en’s division elected at the annual meet- 
ing last month, will preside at the lunch- 
eon session Feb. 11 in Carson, Pirie & 
Scott’s blue room. Mrs. Eleanore Young 
Skillen, A. E. Patterson general agency 
Penn mutual, will be the main speaker, 
and short talks will be given by Miss 
Pearl Power, Tracy agency, New York 
Life; Miss Lena Smith, Northwestern 
National, and Miss Ellen Babcock, 
Bokum & Dingle agency, Massachusetts 
Mutual. An invitation is extended all 
women agents in Chicago by the mem- 
bership committee through Mrs. Helen 
M. Thomas, chairman. 

x ok - 

Jamestown, N. ¥Y.—D. R. Metzger, Met- 
ropolitan Life, has been elected president, 
succeeding C. L. Hartman, retired. W. 
A. Torrance is vice-president and O. N. 





LIFE + ACCIDENT + HEALTH 


Good Agents Greatest Asset 





Rushworth, secretary. 


Pittsburgh Golden Jubilee 


Fiftieth Anniversary of Life Under- 
writers Association of City Is 


Being Marked This Year 








The Pittsburgh Life Underwriters 
Association this year is celebrating its 
50th anniversary. The program and 
membership package which contains 
perforated tickets of the various func- 
tions during the year, has a gold cover 
with blue lettering, thus featuring the 
golden jubilee year. 

The first meeting of the year was a 
joint session with the Pittsburgh Cham- 
ber of Commerce in which DeLoss 
Walker, associate editor of “Liberty,” 
was the speaker. Over 400 attended. 

R. H. Finger, Sun, is chairman of the 
program committee. Four clinics are to 
be held Monday mornings at 8:30. The 
first, Feb. 3, is sponsored by the Trav- 
elers. The one on Feb. 17 for the 
Phoenix Mutual, that on April 6 by the 
New England Mutual and the last one 
on April 20 by the Berkshire Life. 

C. C. Day, Pacific Mutual, Oklahoma 
City, will speak March 17. F. C. Wig- 
ginton, State Mutual, is general chair- 
man of life insurance week. This will 
be launched with an early bird break- 
fast, May 11. 

Grant L. Hill, director of agencies 
Northwestern Mutual, will speak at the 
annual meeting in June. The annual 
sales congress will be Oct. 16 with R. 
S. Koehler, Jr., Mutual Benefit, as gen- 
eral chairman. 

There will be a seminar Sept. 11 and 
another Nov. 13. 

H. J. Johnson, Penn Mutual, is to be 
in charge of the golden jubilee celebra- 
tion in December. 

Seok Toe 


Metropolitan Canada Chief 
Makes Address at Ottawa 


———_— 


H. D. Wright, third vice-president and 
Canadian manager of the Metropolitan, 
spoke on “Looking Ahead” at a meeting 
of the Ottawa, Can., association. F. D. 
Smith, Canadian superintendent of 
agents for the Metropolitan, introduced 
the speaker. Mr. Wright traced the 
progress of life insurance on the conti- 
nent over the past decade, drawing on 
his experience of over 40 years in the 
business, 38 with the Metropolitan. He 
emphasized the sound foundation. He 
stressed that business in general was 
steadily improving and life assurance 
ever gaining in public favor. President 
Winters said the association looks to a 
successful year. 

a ek 


Walker Addresses Associations 


DeLoss Walker, associate editor of 
Liberty magazine, is on an extended 
tour as a featured speaker at several 
life gatherings. He recently addressed 
the life underwriters associations of 
Des Moines, Indianapolis and Denver. 
His talk received an enthusiastic wel- 


come by the Cleveland association, 
where it was broadcast over station 
WGAR. 


* *K 


Austin, Tex.—Judge R. W. Yarborough 
at the January meeting said the federal 
social security program will not be detri- 
mental to the business of private life 
companies but probably will aid them. 

* * x 

San Francisco—A capacity crowd of 
over 750 agents is expected to attend the 
“Evening of Tribute to Leading Pro- 
ducers” Jan. 31 when agency leaders will 
be guests of honor, receiving certificates 
and awards from the association. The 
program will be held in the community 
playhouse, consisting of a play “The 
People vs. John Dugan,” presented by 
NBC players. A special broadcast, 
“Mountain Lion Gold Field, Inc.” will be 
presented by the cast of the Occidental 
Life’s weekly broadcast, “Winning the 





entertainment by members of the agg.) 


ciation and San Francisco brokers, 
* * * 


Newark—The first of a series of thre 


seminars will be held Jan. 24 in the py, 
dential’s auditorium. The topic wil] be 
“Investment Policies and Annuities» 
Members will be admitted free but nop. 
members charged 50 cents. 

* * * 

Montgomery, Ala.—E. P. Andrews is 

president, succeeding J. B. Stratfoyj 
Edward Branch, Jr., is vice-president; ¢ 
H. Massey, secretary. E. G. Olden, gy. 
perintendent of agents of the Lamy 
Life, was the speaker. 

* * 





















Salt Lake City,— Earl M. Crandall, 
agent for the Lincoln National Life anj 
for many years an outstanding produce 
here, told why and how he met with 
success. He relinquished the position 9 
general agent a few years ago in orde 
to devote his entire time to Soliciting 
Vice-president Edward Walker preside 
in the absence of President S. W. Sil) 
Plans were made for participation in the 
national safety campaign. 

* * * 

Bangor, Me.—The Eastern Maine ag. 
sociation started off on its career her 
this week with an address by R. B. Hull, 
managing director National association, 
Officers elected are President Donali 
Higgins, general agent Travelers, 
Bangor; vice-president, J. T. Traylor, 
Penn Mutual; secretary-treasurer, Mary 
S. Carr, Mutual Life of New York; execu. 
tive committee, E. C. Tracy, manager 
Mutual Life of New York; M. H. Bowles, 
Massachusetts Mutual; B. L. Gilmore, 

* * * 

Boston—A special luncheon for women 
agents of Boston will be held Jan. 24, 
Speakers will be Fitzhugh Traylor, 
agency manager Equitable Life, and 
president Boston chapter of C. L. U.;¢, 
W. Wyatt, assistant general agent, Paul 
Clark agency John Hancock, president 
Boston association, and B. S. Collins, 
president Boston Life Insurance Trust 
Council. 

* * * 

Santa Barbara-Ventura, Calif.—v. F. 
Pettric, million dollar producer Occi- 
dental Life of Los Angeles and nationally 
known top-notcher, spoke at a dinner- 
meeting. He discussed “Life Underwrit- 
ing Success in 1936,” giving valuable 
suggestions for increased production. 

* * * n 

Champaign County, I1J.—At the Janu- 
ary regular meeting a _ resolution of 
condolence to R. B. Hull, managing di- 
rector National Association of Life 
Underwriters for the death of his father 
was adopted. J. H. Leaver, vice-presi- 
dent and supervisor of agencies Central 
Life of Iowa talked on “Knowledge Is 
Power, and Know Your Business,” em- 
phasizing that the agent today must be 
thoroughly familiar with his company 
and contracts, as well as conditions and 
needs of his prospects. He urged the 








Caravan Meeting Idea Is 
Found Highly Successful 








Kellogg Van Winkle, manager south- 
ern California agency Equitable Life 0! 
New York and president California 
State Association of Life Underwr 
ters, who actively promoted develop 
ment of the caravan idea of local asso 
ciation meetings throughout the state, 
in a recent interview mentioned that 
every one of the caravan gatherings had 
been marked by the largest attendance 
the association ever had turned out for @ 
meeting. } 

In some places membership was 1 
creased by appeal made at the meet 
ing, as in Fresno, where 56 membefs 
were added, and at Santa Barbara, 
where membership was increased 50 pet- 
cent. Other associations have advise 
that since the caravan trip they have 
had remarkable increase in membership 
and found better understanding exists 
of what the association movement means 
to field men, which is a great help ™ 
increasing membership and building the 
organization. ~ ‘ 

The caravan idea was responsible for 
organization of the San Bernardino aS 
sociation, with 45 members pledged . 
the opening meeting. The highlight ° 
the idea was exchange of meetings be 
tween the San Francisco and Los At 
geles associations, both of which were 


West.” There will be music and other ' largely attended. 
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vision in agency contract relieving the 
Insurance company from liability for 
the payment of unemployment compen- 
Sation tax on account of wages paid 
by a general agent of the company to 
his subagents or other employes; the 
question of reserves now necessary to 
be set up by every insurance company, 
and accounting methods and forms. 


J. H. Higgins Retires 


J. H. Higgins has resigned as sec- 
retary-treasurer and active factor in the 
American Travelers Association of In- 
dianapolis. He plans to spend some 
time in Miami and then will return to 
his old home in Dayton, O., to engage 
In the real estate business. The man- 
agement of the American Travelers has 
been taken over by Harold L. Good- 
man, who has been operating the Amer- 
tan Standard Association and _ the 
American Travelers will now be oper- 
ated in conjunction with the American 
Standard Association 





engaged in and is subject to the insur- 
ance laws. 

“T am amazed,” Dr. Saul said, “that 
any insurance law exists in Pennsyl- 
vania which would prohibit the people 
from receiving adequate medical atten- 
tion within their means to pay. This 
plan has been successfully operated in 
Los Angeles, Kansas City, Fort Worth 
and New Orleans. Some 200 similar 
services are functioning in various sec- 
tions of the country. 

“The service is the result of many 
years of consideration and _ research. 
President Coolidge’s committee on the 
cost of medical care clearly demon- 
strated the need for such a plan. It is 
impossible under this type of service to 
exploit or take advantage of any medi- 
cal situation, as the financial organi- 
zation is available for study and inspec- 
tion of social foundations.” 


Harrisburg Company Reinsured 














PROFIT 733% 
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‘THE average user of Fidelity’s Direct Mail Lead Service 

gets one dollar of first year commission from paid busi- 
ness for each twelve cents he invests. Commissions from 
indirect sales are not included. Commissions from annui- 
ties are not included; deferred commissions are not included. 


In addition to this lead plan the Fidelity has an effec- 
tive mail pre-approach which many of its agents use as the 
central feature of their work program. The pre-approach 
service also offers a high return upon the investment made. 


Coupled with modern new policy forms, these direct 
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- = New South Carolina Carrier assets $416,615, premium reserve $3,701, 










Pe Capital Life & Health of Colum- 
la, S. C., has been chartered to carry 





capital $50,000 and net surplus $124,815. 
Premiums written were $360,079, losses 
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dent and secretary. 


$15,219, premium reserve $6,835, surplus 
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General Agency Openings 
with 


A GREAT COMPANY 





GROWING GREATER 





A Company that has 


*Made a Gain in 
Insurance in Foree 


during the past three years 
of more than $17,000,000.00. 


*A Liberal Contract 


(Both First Year and Renewal 
Commissions ) 


*¥Am Attractive Line 
ef Policies 


(designed to fit every need) 


*A Unique Sales 
Program 


Practical assistance and co-op- 
_ eration in the field 


Enjoy the advantages of 


COMMONWEALTH CORDIAL 
CO-OPERATION 


IT WORKS 





Write 
J. Herbert Snyder, 
Agency Vice-President. 
COMMONWEALTH 
LIFE INSURANCE CO. 


LOUISVILLE, KY. 














$5,492, premiums $80,108, losses $29,720, 
expenses $46,749. R. H. Auman has 
been the secretary. 


Travelers Promotes Chamberlain 


DETROIT, Jan. 23.—C. C. Cham- 
berlain, assistant manager life, group, 
accident and health department Travel- 
ers Detroit branch for some years 
under Manager R. T. Smith, has been 
assigned to head the accident and 
health division of the branch on a full- 
time basis. Mr. Chamberlain was a 
founder of the Detroit Life Insurance 
Supervisors Association and served as 
its first secretary. 











NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and Changes in Policy Literature, Rate 

» etc. Supplementing the “Unique Manual- 
Digest,” published annually in May at $5.00 and the 
“Little Gem” published annually in March at $2.00 























Oregon Mutual Is Issuing 
30% Participating Annuities 


The Oregon Mutual began to issue 3 
percent participating immediate annuities 
Jan. 1. Rates are identical with those 
used by New York Life and Equitable 
Life of New York. The Oregon Mu- 
tual’s annuity dividend scale is based on 
present earnings which calls for an in- 
creasing scale at some ages and a de- 
creasing scale at others. Women take 
rates and dividends at the male rate for 
an age four years younger. The illus- 
trative dividends for life and instalment 
refund annuities on the new basis for 
males are: 

Life Annuity 


Instalment Refund Annuity 


$14.15 $13.33 $11.18 $9.01 
13.89 13.06 10.88 8.67 


13.37 12.51 10.31 8.10 
13.11 12.24 10.01 7.85 


Manhattan Life 


The Manhattan Life announces that it 
has changed the minimum monthly pre- 
mium from $10 to $5. It will now ac- 
cept sums as low as $5 as the minimum 
initial premium deposit on all applica- 
tons including monthly premium basis. 
No commission, however, will be paid 
until the total deposits equal or exceed 
$10. 


National Life of Iowa 


The National Life of Iowa announces 
that a method of adding additional 
policyholders to an existing family group 
policy has been put into effect. Members 
of a family not included in the original 
group may be added through means of 
an amendment provided the policy has 
not been in force for more than five 
years. Under the plan, a person who ap- 
plies for insurance after the policy has 
been in force one year will be insured on 
a 19 year term basis in order that the 
amendment will expire on the same date 
as the original policy. Similarly addi- 
tions made after the policy has been in 
force more than one year will have the 
term basis reduced. 7 


Indianapolis Life 

In the list of companies showing divi- 
dend actions for 1936 the Indianapolis 
Life was cited as having made a reduc- 
tion. The company is continuing the 
scale of dividends adopted July 1, 1935, 
which represents an approximate in- 
crease of 7% percent over 1934. 


N. J. Committes Named 


Senators Reeves, Van Winkle, Read 
and Dawes have been appointed to the 
committee on banking and insurance of 
the New Jersey senate while Eber, 
Highie, Evans, Geddes and McAlevy 
have been appointed the same commit- 
tee in the house. 
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As SEEN FROM CHICAGO | 





MONARCH TO MOVE OFFICES 


The Monarch Life’s Illinois state of- 
fice, Chicago, in charge of Davis W. 
Ellis will move Feb. 15 to larger head- 
quarters on the second floor of the Con- 
way building. The personal service bu- 
reau, Fred W. McIntosh, western man- 
ager, will move to the 18th floor of the 
same building. The move is being made 
because office records show 75 percent 
of the premiums ate paid by women 
and it is desired to make the office more 
available to the shopping center. The 
office will have a number of novel fea- 
tures including built in desks in the 
agency room. This is the Monarch 
Life’s 35th anniversary. 


* * x 
TRAVELERS BRANCH INCREASES 


The Chicago branch of the Travelers 
had a good year in all departments. In- 
crease of 11 percent in regular life busi- 
ness was reported by Manager E. B. 
Dudley of the life and accident depart- 
ment. The accident business increased 
15 percent for new..and 10 percent for 
new and renewal business, exceeding the 
1929 peak and being the largest in the 
experience of the branch. There was 
approximately $2,000,000 increase in 
group volume. nats 


HEIFETZ AGENCY APPOINTMENTS 


Robert M. Hirsch, who has been con- 
nected with the Mutual Life of New 
York since 1930, led the agency force 
in paid business in December. His name 
has appeared on the honor roll many 
times, he has qualified four times for 
the $250,000 Field Club and is a for- 
mer vice-president of the Chicago 
metropolitan division of the club. Mr. 
Hirsch is connected with the Samuel 
Heifetz agency in Chicago. Appoint- 
ment of Donald O. McLeran as agency 
organizer for the Heifetz agency is an- 
nounced. He has been under contract 
with the office since 1929. He grad- 
uated from Dartmouth in 1920, and 
from the Carnegie Tech school of life 
insurance salesmanship in 1920. He 
entered life insurance with his father, 
George R. McLeran, then general agent 
in Chicago for the Home Life of New 
York. In 1929 he and his father went 
with the Heifetz agency. Charles N. 
Cook becomes agency supervisor. He 
has been with the company since 1921. 
R. S. Bernhard will continue as edu- 
cational director, and F. C. Kann as 
manager of the brokerage department. 
The Heifetz agency ranked No. 1 in 
paid business in December in Chicago, 
closing 1935 with a substantial increase. 


* * * 
BEHRENS GIVES ADDRESS 


President H. A. Behrens of the Con- 
tinental Casualty and Continental As- 
surance of Chicago gave an address to 
the Chicago brokers, discussing the ad- 
visability of an all-time insurance bro- 
ker, taking care of his policyholders for 
life insurance. Mr. Behrens asserted 
that there had been much complaint 
from life companies as to the part 
timer. As he interpreted the “part 
timer,” it referred largely to the so-called 
“boosters” or “spotters” who tip off 
agents to likely prospects and receive 
compensation. Mr. Behrens declared in 
his opinion there was no objection to a 
broker giving all his time to insurance, 
even if he devoted most of it to fire, cas- 
ualty and marine, servicing his policy- 
holders along life insurance lines. 

Mr. Behrens stated that economic 
force brought the brokers into the cas- 
ualty field and the same force is now 
urging them to engage in the life busi- 
ness. The most successful brokers, he 
added, are looking after their customers 
from a life insurance standpoint today. 
Mr. Behrens added that he is very much 
in favor of a strict qualification law for 
brokers and agents. The successful bro- 
ker, he said, insists on inventory and 
value from time to time in getting at 





the adequacy of property  insurane 
coverage. A broker who is conscientioy; 
must look after all the hazards affec. 
ing a man’s business and urge ampk 
coverage. 

He stated that the loss of life js, 
definite one, both personal and busines, 
Death immediately brings an immedia 
maladjustment. Life, he asserted, js , 
commodity with a concrete value, Acq. 
dent and health insurance, he averred, 
indemnity against partial loss of earp. 
ings. No intelligent broker, he declare, 
would sell partial loss fire or casualty 
insurance. Life insurance pays for tot 
and irrevocable loss. There is no nee 
for the broker to be a supersalesman, 
an actuary, a tax expert, and the like 
That service can be obtained at any 
company office. He stated that som 
brokers have the idea that they shoul 
only go after large life policies, He 
called attention to the fact that the 
average policy is about $2,000 and there. 
fore they should not overlook thes 
smaller sums. Mr. Behrens finds that 
about 90 percent of property value is in- 
sured against loss by fire while individ. 
ual lives are not covered for more tha 
25 percent. No broker, he said, shoul 
be discouraged because he is not get 
ting big life policies. 

Mr. Behrens stated that an insurance 
salesman today is able to increase his 
business first, by taking advantage of 
his client’s increased buying power and 
creating additional coverages for him, 
and secondly, getting business that is 
in the hands of someone else. He 
stressed the first, stating that through 
that means a broker becomes creative, 
He is able to add to his earnings by not 
ane down the business of someone 
else. 

E. L. Grant, Chicago city manager 
of the Continental Assurance, was it 
charge of the meeting and had C. M. 
Cartwright of THE NATIONAL UNDE 
WRITER introduce Mr. Behrens, 

aR: aie ake 


SLACK ASSOCIATE MANAGER 


James F. Slack, former assistant 
branch manager for the Travelers in 
Chicago, who for about a year had su 
pervisory duties with the Continentd 
Assurance in and outside the home of 
fice, has been appointed associate mat- 
ager in the Field building branch, Chi 
cago, to assist Roger W. Somers, get 
eral agent and manager. 


* *K * 
LOW NOW ASSISTANT MANAGER 


Ralph L. Low, head of the group de 
partment in the Chicago branch of tht 
Connecticut General Life for five yeats, 
lhas been appointed assistant agency 
manager by Manager F. H. Haviland, 
as of Feb. 1. He formerly was head 0 
an employment agency in Chicago. The § © 
Haviland agency had a large increast F™ 
last year, its paid premium credit I 
creasing 25 percent and total premiums 
about 40 percent. A large volume 0! f 
group and annuity business on which F 
volume credit is reduced was sold. 

ee 


PENN MUTUAL LEADERS 


A. B. Newman of Chicago and Georgt 
R. Wilson of Chicago become president 
and vice-president respectively of the 
central zone of the Penn Mutual Leaders F 
Club for the month. Mr. Newman 87 


with Stumes & Loeb and Mr. Wilson is 7 


with the W. A. Alexander & Co. agency. 
Mr. Newman led the salesmen in volume 
in December and Mr. Wilson in numbet 
of lives. 


Booklet on Taxation Issued 


F. I. Wilson, trust officer National 
State Bank of Newark, N. J., has © 
sued a booklet entitled “Taxation Af 
fecting Life Insurance.” It covers the 
essentials of taxation under the rev 
nue act of 1934, as amended by the 
revenue act of 1935, and other gover 
ing statutes . 
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well, educational director of the agency, 
handled the last subject. 

Mr. Thomas has shown a substantial 
increase in production since he acquired 
the agency in 1930. He has been with 
the Mutual Life for 23 years. 

C. D. Pancratz, supervisor for North 
Dakota, spoke on conditions and pros- 
pects in that state and pledged a 52 per- 
cent increase for 1936. The meeting was 
featured by round table discussions, 
agents joining in the new development 
program. The agents of Minnesota 
outside Minneapolis presented Mr. 
Thomas 35 applications. J. P. Troop, 
agency organizer for rural Minnesota, 
spoke. 





Federal Life Officials to 
Attend Regional Meetings 





President Isaac Miller Hamilton and 
George Barmore, vice-president and su- 
perintendent of agencies, Federal Life of 
Chicago, will be busy until March con- 
ducting various district agency meet- 
ings throughout the country. This week 
they are in the eastern territory and on 
Feb. 2 they will leave for a swing 
through the southwest and the Pacific 
Coast, with stops scheduled for meet- 
ings at Des Moines, Omaha, Denver, 


San Francisco and Los Angeles. They 
will return to the home office on 
March 2. 

Agents qualifying for the Federal 


Life Club will meet the latter part of 
March at Daytona Beach, Fla. Require- 
ment for qualification is $3,000 in life 
insurance premiums. 





Guardian Life Midwestern 
Managers Meet at Chicago 





Managers from nine mid-western and 
northwestern states gathered in Chi- 
cago this week for the third of a series 
of regional managers’ conferences of 
the Guardian Life. The metropolitan 
conferences were held in New York 
City earlier in the month. 

Those attending from the home of- 
fice and taking part in the program 
were as follows: J. A McLain, vice- 
president; F. F. Weidenborner, super- 
intendent of agencies; Dr. M. B. Ben- 
der, medical director; Edward Ruge, 
underwriting secretary; John L. Cam- 
actuary; George L. 
assistant superintendent of 
agencies, and Benjamin Glasgow, 
agency assistant. The conference con- 
sisted jargely of informal discussions. 
Features of the annual statement of the 
company were discussed, with the re- 
port that outstanding gains had been 


eron, assistant 


Mandes, 





made during the year. Results were 
given on the use of the company’s rat- 
ing charts and among other subjects 
discussed were direct mail and national 
advertising, training and recruiting and 
underwriting problems. 





Reliance Life Managers 
Discuss Year’s Objectives 





Ways and means of accomplishing 
the objective of closing the current year 
with not less than $425,000,000 insur- 
ance in force were discussed at the 
managers conference of the Reliance 
Life in Chicago. The company closed 
1935 with $409,568,300 in force, increase 
$9,507,033 or 2.37 percent. Business in 
1935 was $48,349,716, increase 17.9 per- 
cent. 

Recruiting was discussed, emphasis 
being placed on the idea of bringing into 
the organization this year the best pos- 
sible man power. The Reliance Life 
has set up a simple and fundamental 
program for getting the new man into 
production and the utilization of this 
program was discussed. The company 
feels that all other production plans fail 
unless the new man is directed into im- 
mediate, profitable and permanent pro- 
duction. 





Continental Assurance Is 
Holding Regional Meetings 





A series of regional sales meetings of 
the Continental Assurance is under way 
in various middle western agencies. The 
first one was held in the general agency 
of R. M. Vetter at Madison, Wis., D. 
M. Phipps, superintendent of agencies, 
and M. B. Simms, supervisor, giving 
talks. These two also took part in the 
meetings in the Slack & Nelson agency, 
La Crosse, Wis.; W. M. Johnson agency, 
Marshfield, Wis.; Stewart-Smith agency, 
Green Bay; the Security general agency, 
Milwaukee, whose life department man- 
ager is C. E. Thiele. Other meetings 
were scheduled this week in the Damon- 
Siegrist agency at Peoria, Ill., T. H. 
Huffstetler agency, Springfield, Ill., and 
Cord Lipe general agency, Rockford, Ill. 
Mr. Phipps and Nick Brewer, agency 
supervisor, were to talk at Peoria, and 
Mr. Phipps and Lester Forbes, educa- 
tional director, at Springfield and Rock- 
ford. 





Franklin Leaders in Miami 
The Franklin Life of Springfield, IIl., 
is holding a winter vacation meeting tor 
a group of 32 leading agents and their 
wives in Miami, Fla., this week. Vice- 

(CONTINUED ON LAST PAGE) 





Written on youngsters from birth to age nine. 
—values in event of lapse or surrender after payment of three annual pre- 
miums—low guaranteed cost—waiver of premiums in event of parent’s death 
or disability. In short, life insurance “just like dad’s” and one of Atlantic’s 


“From the Cradle to Retirement” 


No. 1 


The Need: A savings fund for children to assure college education and a good , 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


= M 
ey a = 
insuranef.) Plan Producers Convention|General Agents in Florida 
scientioys ——— 
te affect. Union Central $500,000 Club to Meet in | Home Office Officials Attend Massachu- 
Be ample 3 Miami; 43 Agents Are setts Mutual Life Association Con- 
life is, 2 Qualified vention in St. Petersburg 
busines, aa 
mmediat FF Qualifying members of the Union The General Agents Association of 
ining is a Central Life agency force will be guests | the Massachusetts Mutual Life gathered 
~ Act of the company at the sixth annual |this week at St. Petersburg, Fla., for 
verred, js ) meeting of the $500,000 Club, Feb. 2-5, | the annual meeting of the organization. 
= cat: Bat the Miami Biltmore, Miami, Florida. | This is the first time the association has 
pri Those meeting the requirement num- met in Florida, the meetings usually be- 
for tot bered 43. lub is Will B ing held in the fall in connection with 
spe President a club 1s 1 “ag - | the company’s agents’ association, 
sale Monroe, New rene ee Home office officials appearing on the 
the like tled for over $1,500, " met tet rO- | program were Joseph C. Behan, vice- 
| at am duction —— ORs an i gigi ent id president, and W rayburn M. Benton, 
nat tom Herman Star ‘i a ee superintendent of agencies. John W. 
y should more than a mil — in 1935. Te Yates, general agent at Los Angeles, 
in New York will be pga Dy the | closed the session with a talk on ‘“‘Lead- 
that the largest delegation at the convention, i ership.” 
nd there eee members of the ee B. yr ‘The meeting was largely attended, 
dk these Mee agency reir ng porno” ee appt Mm- |} with general agents coming from all 
nds tha (ee cimmati holds — .P - with Ps parts of the country. A large group 
lue is in- members of J. P. Devine's jlome omce | from the Pacific Coast and middle west 
. indivi agency in the group. Philadelphia, gathered in Chicago and made the trip 
ore ties home of the Harry Newman agency, is on a special train. Among those gath- 
1, should sending five to the meeting. ering in Chicago, some of whom shipped 
not get: Schedule Announced en rps ag oho pity Oe 
’ : : a ; vance, were John W. Yates, Los An- 
wowed ‘6 Ry Solon eee” on geles; Frank McNally, Minneapolis; 
ease i bs nag : oe ahi . ae soe New John Shambeau, Duluth; Arthur Butzen, 
ntage o ps 40S J ri pecs ot at tie $500 000 Milwaukee; George Lackey, Detroit, 
ywer and gee ae as : former president of the National Asso- 
Club will come from each of Atlanta, | .:.,: : é Melee ee ee 
for lim : : ; : ciation of Life Underwriters; Carl Le- 
7 Dallas, Memphis, Minneapolis, Okla- | | | Van Se Soe ais 
that i a.” Cty, Gaia, | Sealant wed boot avenport; Kenneth Williamson, 
Ise. He lag Pa ’ Peoria; Ernest Whitlock, Omaha; Philip 
through ee eee pray nO: Englehart, Portland, Ore; John H. 
a8 A special train from Cincinnati will a : ce speee 
creative Steesl Seiden ven; 3] Dingle and N. H. Bokum, Chicago. 
s by not leave for Miami Friday evening, Jan. 31, Lawrence Simon, New York, is retir- 
sll: ies with members from the central and | 3,0" \resident , 
coenene western sections, and tre home office ai aiieas : 
wai se eect The — a J. 
: * . Pattison, vice-president and Cnhair- 
ic i man of the board; Jesse R. Clark, Te, Mutual of New York Agents 
Uno. a chairman of the executive committee; of Minnesota in Meeting 
z © W. Howard Cox, president; Jerome 
© Clark, vice-president; Dr. William _ ea 
— Muhlberg, vice-president and medical di- mm A. Thomas, Mutual Life of New 
XER © rector; Richard S. Rust, secretary; ork, manager at Minneapolis, whose 
assistant Je Wendell F. Hanselman, superintenden aon includes the greater portion of 
elers inf® of agencies; Judd C. Benson, and H. N. Minnesota and all of North Dakota, held 
had su: § Hamilton, assistant superintendents, and C one-day sales congress for his agents. 
atinental H. E. Sinclair, district supervisor. seographically, his territory is the 
ae a ae bec gene ha: agent travel- 
; § miles to attend. lis is the 
Chi Western & Southern Meeting first meeting Mr. Thomas has held since 
oa jon 1933. Fifty full time agents attended. 
i Honor Agents and Managers Gather at me pre es Ao f Prosperity yields 
awe = rs 936, based on four points; financia 
Cincinnati; 1936 Business management, prosperity, tools, and the 
GER Up 50 Percent will to win. Mr. Thomas carried the 
oup de brunt of the program, speaking on the 
. of the Managers and agents winning produc- first three subjects, while L. E. Penne- 
e yeat | tion honors of the Western & Southern 
agency F Life gathered in Cincinnati Thursday for 
aviland, R= a three day convention, bringing to a 
head of f close the best year in the company’s his- 
yo, Thef = tory of adequate volume at adequate 
increas’ f= cost. The convention was built around 
edit in F4 the theme of more ordinary in the larger 
emiums F brackets, $5,000 and $10,000 policies. 
lume of f= Production on a unit basis was empha- 
. which FF sized instead of the average per man. 
sold. f Vice-president C. M. Williams _pre- start in life 
i we in the absence of President C. F. ; 
3 z bye who is recovering from a seri- The Contract: Juvenile insurance. 
George [am ness. There were 435 delegates 
ident " Present, many receiving additional com- 
resi “ /) Pensation and bonus awards for good 
of Pe ©} work in 1935, 
Lea “ ¥ _Among the home office speakers were: 
‘eos , Vice-presidents C. P. Johnson, R. A. 
hs Ryan, C. M. Williams and J. F. Ruehl- i 
ai Ha. superintendents of Agencies S. most attractive contracts. 
hee en, J. D. Cassidy and A. O. Pay- 
i was reported that results for the 
> 'tst weeks of 1936 indicate business 50 
d percent ahead in both ordinary and in- 
ational ae branches and the aim this year 
has © has a to show a 50 percent increase 
ye Af ae tb 
annua i - 
ne te wiles anquet will be held Sat Angus-0. Swink 
> reve 
by the — hen President 
over tte aces, gerpetary Union Lite of 





director ‘ 
there. of the 


People’s National Bank 














Life and endowment plans 


Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 














22 





THE NATIONAL UNDERWRITER 


January 24, 19% 





Rovar Neteupors of America 


@ One of the largest fra- 
ternal benefit societies. 


Membership 
596,110. 





FORTY YEARS 
OF SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


@ Operates home for 
aged dependent mem- 
bers. 


Admitted Assets 
$53,487,936. 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$82,674,602. 


@ Writes modern forms 
of life insurance for 
women, men and chil- 
dren. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 


Insurance in force 
$472,512,851. 


@ Provides free health 


service. 


SUPREME OFFICE 
ROCK ISLAND, ILL. 

















THE MACCABEES 


A Fraternal Benefit Association 
For 57 Successful Years 


Writes Legal Reserve Life, En- 
dowment and Retirement In- 
come Insurance on 18 popular 
plans with premiums based on 
the American Experience Mor- 
tality Table, providing for Cash 
Loans, Cash Surrender, Pre- 
mium Loans, Extended Insur- 
ance and Dividends. 


Maintains two Homes for aged 
members, Nursing and Health 
Service, Hospital Beds and pro- 
vides for distressed and dis- 
abled members through a Re- 
lief Fund, all without extra cost 
to the insured. 


Admits Men, Women and Children 
From Birth to Age 60 


A practical and successful combination of life insurance protection 
and fraternal service. 


E. W. THOMPSON 
Supreme Commander 


Cc. L. BIGGS 
Supreme Record Keeper 


DETROIT, MICHIGAN 
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LEGAL RESERVE FRATERNALS 





By-Law Ruled Unreasonable 


Michigan Supreme Court Finds Against 
Gleaner Life in Double In- 
demnity Case 


LANSING, MICH., Jan. 23.—Extra- 
ordinary delay in adjudication of final 
appeals within the organization of the 
Gleaner Life by reason of a by-law 
which provides that the final appeal 
body, the supreme arbor, shall not 
meet again until November, 1937, has 
led the Michigan supreme court to hold 
the by-law “unreasonable and invalid.” 
This upholds a lower court award of 
double indemnity on two policies issued 
to George Allen, whose widow, Mary, 
brought suit while an appeal to the su- 
preme arbor was pending. Allen died 
Dec. 3, 1932, after being accidentally 
shot Oct. 18. He became severaly ill a 
few weeks after the shooting and it was 
contended by plaintiff his wound was 
the cause of death. 


Claim Was Denied 


The Gleaner paid single indemnity but 
denied the alleged accidental factor. The 
supreme council, first appeal body, de- 
nied the claim. Policies issued to Allen 
provided for appeal to the supreme ar- 
bor within 60 days but the by-law sub- 
sequently passed set the next arbor 
meeting for late in 1937. Mrs. Allen, 
contended this by-law unreasonable and 
amounting to a denial of right to be 
heard, filed her suit and won a verdict 
in lower court. 

The Gleaners’ order, on appeal, con- 
tended that the widow should have ex- 
hausted her remedies within the order 
before resorting to litigation. It was 
further claimed proper proofs of death 
were not filed. The reviewing court 
admitted apparent deficiency in proofs 
but held society waived this defense by 
granting hearing. 


Lutheran Mutual Aid 1935 


Operations Figures Given 


Assets of $18,352,641 are shown in the 

annual treasurer’s report of the Aid As- 
sociation for Lutherans. Real estate 
first mortgages were $4,820,296, govern- 
ment and state bonds $1,660,683, munici- 
pal bonds $7,013,644, public utility bonds 
$2,356,646, home office building $339,589, 
other real estate $456,639, certificate 
loans, $1,188,150, cash $297,520. Death 
claims were $506,341, old .age benefits 
$18,001, permanent disability . claims 
$3,000. Surplus was $602,018, voluntary 
emergency reserve $261,550, total dis- 
bursements $1,928,729. 
Secretary Albert. Voecks reported 
111,063 certificates in force for $136,620, 
766 compared with 101,585 certificates 
for $125,615,393 in 1934. Both reports 
were made as of Oct. 1, the end of the 
fiscal year. 


Wisconsin Agents Group in 
One-Day Sales Congress 


NEENAH-MENASHA, WIS., Jan. 
23.—A one-day sales congress was held 
here by the Northeast Wisconsin Fra- 
ternal Underwriters Association, com- 
posed of agents of fraternals. This or- 
ganization was formed last year and 
holds meetings quarterly, the next be- 
ing scheduled at Green Bay April 13. 

The program included a talk on “Pros- 
pecting” by B. E. Mayerhoff, Aid Asso- 
ciation for Lutherans, Appleton, presi- 
dent of the association; “The Advan- 
tages of the Open Contract,” discussed 
by Norton Williams, yice-president 
Equitable Reserve, Neenah; an explana- 
tion of the advantages of operating on 
the American Experience mortality table 
with lower interest assumption, by J. 














—— 


board demonstration of the value of i 
ferent forms of policies. A general gis 
cussion on the subjects followed ey 
address. About 30 agents within a p, 
dius of 150 miles attended. 


Test New Qualification Moy 


Arkansas Seeks in Hearing to Requinf 


Societies to Secure Status as 





General Companies 


LITTLE ROCK, ARK., Jan. 93-4 
hearing is to be held here today befo: 
Chancellor Dodge on the state’s moto, 
to require 54 fraternals to qualify x 
general life companies before they cy 
continue operations in Arkansas. 

The state also seeks to require th 
societies to post bonds to guaranty 
payment of judgments which have be 
entered in three tax cases, and to coy 
possible judgments in other cas 


pending, before they shall be permite 


to continue in the state. 

About $1,600,000 is involved in th 
litigation to recover back taxes. Thy 
three cases decided will be appealed t 
the supreme court. 


Test Suits in February 

Several of Oklahoma’s efforts to co. 
lect back taxes, dues and penalties from 
fraternals operating in the state wil 
come to a show down in February, 
Trial dates have been set for the casi 
against the Modern Woodmen, Judg 
Hill’s state court, Feb. 5; Maccabees 
same court, Feb. 10; and Praetorian 
Feb. 17. There are cases pending 
against 49 other fraternals. 


Under authority of the _ court, & 
Stephen’s Roman Catholic Young Men 
and Women’s Sick Benefit Society hi 
been taken over by the Ohio insurance 
department. 











Stability — Safety 
Performance 


ASSETS 
$13,750,000.00 


CLAIMS PAID 
$1 14,000,000.00 


The Standard Life 


Association 


Lawrence, Kansas 
GEO. R. ALLEN s. S. BAT! 


President Secreto) 
T. J. SWEENEY 
Treasurer 
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SALES IDEAS AND SUGGESTIONS 











Keeping Personal Records Will 


Increase Earnings 
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By G. J. RICHARDS 
General Agent Monarch Life, Hartford, Conn. 


I have often been asked by other gen- 
eral agents how I get my men to keep 
actual records of calls and interviews. 
It is usually simple if the agent can be 
sold on the fact that actual records kept 
over a period of time will be a most 
vital factor in increasing his monthly 
earnings, and that they are not to be 
used as a check-up to see whether he is 
working. 

In explaining the value of records to 
a new agent, a tangible explanation is 
used to illustrate that his stock in trade 
includes (a) a sufficient number of good 
prospects to keep him always busy (b) 
the calling upon those same _ pros- 
pects to divert the call into a_ sell- 
ing interview (c) the actual interview to 
create increased buying interest to de- 
velop the interview into a sale (d) the 
closing of at least one sale from each 
ten to 15 interviews, which in turn is the 
sole source of his livelihood. 

My personal interest, as a manager, 
in the foregoing is not to determine 
whether the indvidual agent is working 
or not, but it is to find out where his 
individual weaknesses are and to de- 
velop a specific program that will elim- 
inate those weaknesses. 


Agent Must Replace 
Eliminated Prospects 


The average salesman is either elim- 
inating or closing approximately 100 
prospects a month and unless he has a 
systematic method of replacing those 
prospects as rapidly as they are elim- 
inated, he will eventually run out of 
them. His greatest weakness is in won- 
dering who to see next and unless we 
can systematize this section of his busi- 
ness, he will almost surely fail to do an 
outstanding job. 

A record of his average number of 
calls per month reflects very little other 
than that he is putting forth a reason- 
able amount of effort in trying to see his 
prospects; a small number of calls each 
month usually indicates lack of initiative. 

f the agent will not increase his num- 
her of calls after having it brought to 
his attention, all the supervision in the 
world will not put him over and if he 
fails in this instance he should be elim- 
inated from the sales organization. 
_ The relationship of interviews to calls 
Is a vitally important factor, as this will 
generally indicate the effectiveness of 
his approach. Fair ratio on an average 
month’s work is two interviews for each 
three calls and if it runs lower than 
this, a careful scrutiny should be made 
as to whether the variance is due to call- 
ing on the prospect at the wrong time 
or as to whether the approach is not cre- 
ating a sufficient amount of interest to 
create a satisfactory interview. Four or 
lve calls to obtain two interviews should 
be a warning to the manager to help 
tie agent revise his approach to obtain 
a greater efficiency. 


Relationship of Interviews 
to Sales Important 


The relationship of interviews to sales 
Mav reflect any number of reasons for 
ineffectiveness, A reasonable ratio to 
expect is one sale to each 12 selling in- 
terviews, _ The usual factor causing a 
= closing ratio is an uninteresting 
aa Story or failure of the salesman to 
athe = selling points that fit the in- 
robb Wal prospect. A fairly prevalent 

or that is often overlooked in this 


relationship is the agent calling over and 








over again on the same group of pros- 
pects without having a. new emotional 
appeal that will motivate the prospect to 
action. There have been numerous cases 
in my experience where-a good sales- 
man’s closing ratio moved to as high as 
one sale to 25 interviews without any 
apparent reason, but by insisting that 
the agent in question inject three new 
contacts each day into his schedule, the 
closing ratio has moved back to normal 
within a 30 day period. 

The last factor in bringing the full- 
time salesman to a livable income is 
reconciling the size of sale he is making 
to the average number of sales he makes 
a month. To illustrate: a man who is 
not a strong salesman can still make a 
satisfactory living providing he will ap- 
ply his time to the prospect who will 
buy a larger average premium, thereby 
averaging off the same amount of com- 
mission to a fewer number of sales. 


Value of Records 
To a New Agent 


To illustrate the value of records to a 
new agent, the following two cases in 
my agency are often used: (1) A new 
man who entered the business averaged 
110 selling interviews per month during 
his first three month period, 90 selling 
interviews per month during his second 
three month period, 80 selling interviews 
per month during his third three month 
period, and 70 selling interviews per 





‘ 

month during the fourth three month 
period, but insisted that in the fourth 
three month period he was working 
harder, spending more time in the field, 
etc., than he had during his first three 
month period. The evident answer was 
that the longer he was in the business, 
the more scattered his interviews had 
become, considerable more time being 
spent in traveling between actual inter- 
views. Had this analysis been laid in 
front of this man each month, he would 
probably have cured the situation with- 
out a full year having gone by before 
he realized his problem. 

(2) In an agency meeting recently, I 
asked a new man (who had kept records 
for the first month) how many calls 
and interviews he had made during No- 
vember. After a moment’s thought he 
stated he thought about 120 cails devel- 
oping 75 actual interviews. He was 
dumbfounded when actual records indi- 
cated 85 calls and 43 actual interviews, 
which incidentally had developed 9 sales 
for $930 of annual premiums. This man 
had been reluctant toward the keeping of 
records but after the foregoing illustra- 
tion he stated that he would keep an 
actual record each day for as long as he 
was in the insurance business. 


Supervision Is Best 
to Get Efficiency 


There are two schools of thought on 
the question of supervision, the first 
being to work with the agent in the 
field, letting him observe and givine him 
such business as is written while the 
manager and agent are together. This 
mode of assistance only strengthens 
production for the time that the man- 
ager can be with the agent and often 
leads the agent to rely on the manager. 
The second method is to determine 
where the weakness lies, whether it is 
in the approach, the interview or close. 
Strengthen the weak point and your 
agent is a definite producing factor 





| Sales Facts in “Why Not Try It?” 








The book, “Why Not Try It?” by R. 
P. Thierbach, assistant director of agen- 
cies of the Northwestern Mutual Life, 
and sold by “Diamond Life Bulletins” 
of THe NATIONAL UNDERWRITER is re- 
garded as one of the most practical 
works that has been issued. It is a 
book of facts. It tells about hundreds 
of men of different ages in different ter- 
ritories with different personalities. 
These men made a number of calls, had 
so many contacts, so many interviews. 
It tells the way they prospected, the 
manner in which they kept records, how 
they sold insurance, etc. 


Business Was Increased 


The research upon which this book is 
based was made on groups of men 
whose age ranged between 25 and 45; 
experience ranged between 1 and 10 
years and production ranged between 
$100,000 and $300,000. Men  work- 
ing under the plan proposed in “Why 
Not Try It?” increased their paid busi- 
ness by 16 percent over 1928. The 1930 
group showed an increase of 17 percent, 
although the business on the whole was 
showing losses. Similarly, during the 
following years, the 1934 group im- 
proved their business by 45.5 percent. 


Number of Tables and Charts 


There are a number of tables and 
charts in the book. Tables show the 
result of each of the groups for the 
years 1929-1935 listing hours at work, 
number of calls, number of interviews, 
new prospects secured and _ business 
written. One chart shows the relation 
between the cost of living and volume 
of new insurance from 1913 to 1934. 
Another chart shows the money value 
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of an interview as compared with gen- 
eral business from 1929 to 1934. 
Another chart shows the relation be- 
tween the purchasing power of a dollar 
and the number of interviews required 
per sale from 1929 to 1934. 

Specific directions are given in “Why 
Not Try It?” for setting up a budget 
and interpreting that budget in terms of 
interviews; for the use of a very simple 
record system; an explanation of how 
the groups prospected; specific direc- 
tions for the planning hour; suggestions 
for the use of direct mail and directions 
for preparing your own sales presenta- 
tion. The final chapter is on mental at- 
titude. 











GALES IDEA 


OF THE WEEK 





MAKES ANALYSIS OF BUYERS 


Brokers and bank officials bought 
more policies of $10,000 and over last 
month than did men of other occupa- 
tions, acocrding to an analysis of buy- 
crs of big polices conducted recently 
by the Lincoln National Life. Other 
frequent purchasers of large policies 
were, in order: Lawyers and judges, 
commercial travelers, retail dealers, of- 
fice managers, students, physicians and 
surgeons, and farmers. 

In the total volume of insurance pur- 
chased in the analysis brokers and bank 
officials again led, followed by lawyers 
and judges. Other leaders in this re- 
spect were retail dealers, commercial 
travelers, physicians and surgeons, and 
farmers. 


* * * 
EFFECTIVE SLOGANS 
George V. Metzger, Kansas City, 


Kan., general agent for the Northwest- 
ern Mutual Life, always uses slogans on 
his agency bulletins. Last year it was: 
“Life Insurance Is Protection Against 
Dying too Soon or Living too Long.” 
This year is will be “Life’s Heaviest 
Burden—an Empty Purse,” and “The 
Saddest in Life Is That of an Old Man 
too Old to Work and too Poor Not to 
Work.” 








whether the manager is with him or not. 
For the long pull on the full-time agent, 
the latter is more sound. 

To clarify this thought, there are two 
ways of learning the game of golf. We 
can go out and follow a golf professional 
around the course a number of times, 
then attempt it ourselves and probably 
have a score of around 150 for 18 holes. 
The other method is to spend two weeks 
with a golf professional, having him 
groove us to the necessary swing, cor- 
rect stance, etc., and at the end of two 
weeks, when shooting the first game, 
we will probably be rewarded with a 
score around the 100 mark for 18 holes. 
In short, the latter method in two weeks 
will give us the efficiency that probably 
cannot be gained in a period of six 
months on the former method. 


Sell Agent 
on Records 


I have always found that if I can sell 
an agent that personal records, if they 
are properly kept, will indicate a fu- 
ture working program and thereby build 
a greater income for himself, he is will- 
ing to keep them. In the same man- 
ner, I have usually found that those men 
who dislike keeping records are person- 
ally ashamed of the low number of calls 
and interviews that will be reflected from 
such a record. With such a man, it 
usually indicates a personal weakness of 
laziness, a weakness that as yet is with- 
out a_ known cure and all training, su- 
pervision, and assistance will be entirely 
wasted on a man who will not use that 
ability which is given him. 

In short. do not ask your men to 
keep records, do not order them to keep 
records, but apply your own ability of 
salesmanship and sell them on why they 
should keep those records and on the 
fact that with those records you can as- 
sist them to greater heights production- 
wise and greater profits pocket-wise. It 
is seldom that an enthusiastic nature 
will not respond to an enthusiastic ap- 
peal that will benefit the indivdual finan- 
cially. 


_J. W. Miller of London, Ontario, Cana- 
dian general manager for the Occidental 
Life of California, visited in Los Angeles 
on his annual visit to the home office, 
and plans to remain in southern Cali- 
fornia about a month before returning 
to Canada. 
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ACTUARIES 








CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 
LOS ANGELES 











114 Sansome Street 
SAN FRANCISCO 




















ILLINOIS 


DONALD F. CAMPBELL 
CONSULTING ‘ACTUARY 
160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 


























INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 




















MISSOURI 








ALEXANDER C. GOOD 


Consulting Actuary 
Cemral Missouri Trust Company Bldg. 
Jefferson City, Missouri 




















NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 














Established 1865 by David Parks Fackler 
FACKLER and BREIBY 


Consulting Actuaries 
Edward B. Fackler William Brelby 
8 WEST 40TH STREET NEW YORK 














Woodward and Fondiller, Inc. 
Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 




















PENNSYLVANIA 
FRANK M. SPEAKMAN 


Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 


THE BOURSE 








PHILADELPHIA 





























CONVENTIONS 


(CONTINUED FROM PAGE 21) 


presidents A. O. Merriam and Rollin 
Young are members of the party. Quali- 
fications to attend were $187,500 of paid 
new business between July 1 and Dec. 
31, for an agent and his wife, or $125,000 
for an agent alone. Paid premiums re- 
quired were, respectively, $2,550 and 
$1,700. Agents qualified from Illincis, 
Minnesota, Missouri, Texas, Georgia and 
Indiana. Agents attending made their 
own plans for business sessions and ¢n- 
tertainment at a group meeting held im- 
mediately upon arrival in Miami. 





Flickinger Agency Meeting 

The annual state agency 
the Dan W. Flickinger agency John 
Hancock Mutual Life was held in [n- 
dianapolis this week in honor of John 
C. Irwin of South Bend, who has been 
with the company 25 years. 
James was named district agent at Peru, 
Ind. B. A. Burkart was promoted to 


meeting of 


Indianapolis office manager, and Glenn! 


Fateley was promoted to agency cash- 
icr. Eight agents received awards for 
the year end contest. Agents had lunch- 
eon at the Indianapolis Orphans Home 
and their wives were guests of Mrs. 
Flickinger at her home. “In the evening 
a dinner was held for the entire agency 
and office forces. 


Great Northern Rallies 

President H. G. Royer and E. P. 
Oertel, assistant to the vice-president of 
the Great Northern Life of Chicago, 
conducted agency meetings in Kansas 
City where A. S. Coomer is manager 
and at Oklahoma City, which is the 
headquarters of State Manager R. B. 
Smith. Mr, Royer went to Dallas for 
a conference with the accident and 
health producers there and Mr. Oertel 
returned to Chicago. 


Holds Sales Meet 


OSHKOSH, WIS., Jan. 23.—Cameron 
& Carroll, general agents here for the 
Northwestern Mutual Life, held a two- 
day sales meeting at which the home 
office was represented by Grant L. Hill, 
director of agencies, and J. J. Hughes, 
assistant director. Other outside speak- 
ers were Louis Schriber, resident trustee 
of the company, and E. J. Dempsey, 
prominent local attorney. Mr. Carroll 
presided at both the business sessions 
and the banquet at which he announced 
the following achievement prizes: C. A. 
Randolph, Manitowoc, district ecg 
cup; Lyle O’Connor, Oshkosh, largest 
volume of. sales; F. L. Pike, Oxford, 
largest number of lives; F. A. Huth, 
Seymour, largest producer among part- 
time agents, and A. F. Hayes, Fond du 
Lac, largest number of lives among part- 
time agents. 


Texas Prudential Meeting 

Field supervisors of the Texas Pru- 
dential from 54 cities gathered in Gal- 
veston for an annual three-day confer- 
ence. Talks were made by S. E. 
Kempner, active vice-president; E. S. 
Batson, Houston, superintendent; R. 
W. Rogers, Galveston, 
trial agencies, and T. E. 
ton, secretary-treasurer. 


Flick, Galves- 


Minnesota Forces Gather 


M. J. Cleary, Northwestern Mutual, 
was the principal speaker at the get 
together dinner during the all-Minne- 
sota state meeting of his company held 
in St. Paul. The Langford & Fahey 
agency was host. 


Heads Iowa State Group 


Scott M. Burpee, Sioux City, Ia., was 
named president of the Iowa agents as- 
sociation of the Northwestern Mutual 
Life at the 47th annual convention at 
Ottumwa. R. D. Buss, Centerville and 
Ottumwa, was elected vice-president, 


Clarence K. ‘ 


and E. R. Evans, Des Moines, was 
named secretary-treasurer. 

Edmund _ Fitzgerald, vice-president, 
who was scheduled to speak, was unable 
to attend because of illness and Grant 


L. Hill, director of agencies, substituted. 


ae to Meet in Florida 


PAUL, Jan. 23.—Leading produc- 
ers 2 1935 of the Minnesota Mutual 
Life will gather at St. Petersburg, Fla., 
the last week in January for a four day 
conference with company executives. It 
is expected that 125 company represen- 
tatives. and their wives will attend. A 
special contest is being conducted among 
the conventionites this month, the win- 
ners to be given a free trip to Havana 
at the conclusion of the St. Petersburg 
sessions. 


Plan Agency Meeting 


The Bankers Life of Nebraska will 
hold its annual agency meeting at Lin- 
coln Jan. 30-31, with a general agents 
meeting on Jan. 29. The number of 
agents qualifying has increased. The 
program will include addresses by sev- 
eral company officers, with C. Petrus 
Peterson, general counsel, as banquet 
orator. New plans for the year will be 
announced and sales talks made. 


Protective Life Sales School 


The Protective Life of Birmingham 
will hold its first annual sales school 
for agents and prospective agents at the 
home office, Feb. 6-8. Speakers include 
Dr. Lee Bidgood, dean school of busi- 
ness, University of Alabama, a repre- 
sentative of the Sales Research Bureau 
and company officials. 


Meet at Kansas City 


Members of the Midwestern General 
Agents Association of the John Han- 
cock Mutual Life held a conference at 
Kansas City presided over by President 
W. M. Houze of Chicago. H. G. Shae- 
fer, general agency supervisor, repre- 
sentéd the home office. 


Hartsig Conducts Meetings 
Reid Hartsig, assistant supervisor 
agency field service of the Travelers, 
conducted a series of sales meetings in 
the Cincinnati office for the accident and 
life departments. 


Davis, Iredell on Circuit 


Grover D. Davis, manager field re- 
search, and Frank Herb, assistant to the 
agency vice-president Penn Mutual Life, 
held a one day sales meeting at the C. J. 
Iredell agency in Cincinnati. The two 
men are holding similar meetings else- 
where. 


Connecticut Mutual Plans 


The Connecticut Mutual Life will hold 
regional educational conferences in June 
at Colorado Springs, Lake George, N. 
Y., Green Lake, Wis., Hot Springs, Va., 
Montauk Point, L. I., Del Monte, Cal., 





and Chicago. The national conventig 
will be held in June, 1937, at Del Monte 


Stumes & Loeb in Increase. 


Stumes & Loeb, general agents g 
the Penn Mutual in Chicago, enjoyegy 
paid volume increase of more than 
percent last year, closing with mop 
than $9,000,000 paid. Two agents, wo 
honors in December during the Ig 
month campaign . honor of. Preside 
W. A. Law. Newman was yg 
ume leader and * Baibe Simon leader ; 
number of applications secured, in th 
central zone of the field organizatic 
For the year, Samuel Kahl, W. N, Hi 
ler and Emanuel Blumenstock we 
leaders in number of applications ge 
cured in the central zone. Mr. Hille 
and Mr. Kahl are “millionaires.” 


The offices of the Union Life at Mg 
rilton and Dardanelle, Ark., have be 
transferred to Russellville, Ark., ani 
G. H. Hays, Pine Bluff, appointed agi 
in the territory. 4 











AGENCY 
APPOINTMENTS! 


We have a few appointments stil 
open in West Virginia, Ohio, a 
Michigan, for men who are inte 
upon being successful in buildi 
permanent life insurance agencig 
with a strong progressive company, 


Write to: 


Ernest C. Milair, Vice President 
and Manager of Agencies 


George Washinete 
Life Insurance 
Company 


Charleston, West Virginia 


{). 
Vv 


“A Company Worthy of Its Illustrious” 
Name” 








manager indus- 








right man. 





By a small, middle western, mutual company. 


WANTED 
Home Office Supervisor 


Must be 


between the ages of 28 and 40 years, reasonably successful record 
as personal producer, good education, preferably married, and 
one who has had experience in small town and rural solicitation. 
Work is largely recruiting and training. Good opportunity for 
In replying give complete information about your- 
self and salary expected. All replies held strictly confidential. 


ADDRESS C-75, THE NATIONAL UNDERWRITER 














